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Sparks 


Scoffers Laughed 
Holy Grail 


Jenkins Feat 
Hotsy-Totsy 


- wee + 
By 


Chris Sinsabaugh 


EEMS TO ME it was in 1906, 

mebbe it was 1907, that “Sena- 
tor” William J. Morgan, then our 
greatest promoter of automobile 
road races, tours and hill-climbs 
and now a respected dealer in 
Newark, N. J., suggested as a 
feature of the Ormond-Daytona 
Beach meet in Florida a race in 
which the winner had to travel 
two miles a minute or no dice. 
Scoffers laughed and said such 
speed was impossible. Yet Demo- 
geot in a French Darracq did it. 
Now along comes Sir Malcolm 
Campbell with his Bluebird and 
crowds five miles into 60 seconds! 


* * * 


THERE ARE automobile re- 
cords and automobile records but 
the Holy Grail of them all is the 
straightaway mile as expressed 
in mph. The list of Sir Galahads 
who have been successful in this 
quest is an imposing one, includ- 
ing such famous names as Alex- 
ander Winton and Henry Ford. 
The former set the first official 
mark, 68.198 mph, tops in 1903 
but a mere craw! in intercity traf- 
fic for almost any 1935 model. 
And along comes the present 
sage of Dearborn who set a new 
mark of 91.371 mph the same 
year. Both Winton and Ford used 
to drive in races in those days. 
Winton himself took a team to 
Ireland and competed in the 
James Gordon Bennett interna- 
tional cup race, driving one of the 
cars himself. Later Winton and 
Ford met in a match race in De- 
troit and Henry won. Those days 
ear builders felt they had to go 
out themselves and demonstrate 
the speed of their product. 


* ” * 


THE CHRONOLOGY of the 
mile record really is a roll call of 
the leading speed merchants of 
this century. W. K. Vanderbilt 
jr., donor of the famous cup bear- 
in his name and at present a rail- 
road magnate, took the record 
away from Ford. After him came 
H. L. Bowden, also an amateur. 
Then the professionals came to 
bat and in the order named: 
Fred Marriott, Barney Oldfield, 
the late Bob Burman, Ralph De 
Palma and Tommy Milton 
cracked it. In 1926 J. G. Parry- 
Thomas, an Englishman, put up 
170.624 over the salt beds of Wales 
and since then the record has 
been held by the English, save in 
1928, when the late Ray Keech 
broke it, only to lose it to H. O. 
D. Segrave, whose mark Keech 
beat. Since 1929 Campbell has 
held it and I’d be willing to wager 


(Continued on Page 21, Col. 8) 








Plans Used Car Control 


Taylor Asks State| 


Laws to Eseape 
Federal Control 


By WILLIAM C. CALLAHAN 

Detroit, Sept. 6.—Control of 
used car allowances, through a 
series of permissive state laws 
enacted by the individual state 
legislatures, under which all 
trades in which used goods. are 
accepted in lieu of cash, would 
be permitted to set up rules or 
codes of ethics governing the 
maximum allowances made for 
such goods, is the aim of a bill 
to be introduced in Michigan at 
the next session by George M. 
Taylor, former state chairman for 
the Motor Vehicle Retailing Trade 
Code. 

Taylor points out that similar 
laws could be set up in each state 
and that the Supreme Court ob- 
jection to NRA on the basis of 
interference with interstate com- 
merce would be avoided since 
these laws would control only in- 
trastate transactions. Under the 
Taylor plan, the benefits of this 
proposed bill would not be limited 
to the automobile retailing trade 
and no trade group dealing in 
used merchandise as cash against 
new purchases would be forced to 
come under the terms of the law 
unless 60 per cent of the trade 
so voted. 

Over-allowances for used mer- 
chandise by unscrupulous com- 
petitors, Taylor points out, is the 
chief difficulty encountered by all 
tradesmen engaged in the sale of 
new merchandise against which 
used merchandise is accepted in 
trade. The proposed bill would 
permit such tradesmen to estab- 
lish a reasonable maximum allow- 


(Continued on Page 16, Col. 1) 


Half - Million 
Federal Order 


+ 
Given to Reo 
ican 

Lansing, Mich., Sept 6.—Receipt 
of another government order ag- 
gregating more than a $500,000 
worth of Speed Wagons, is an- 
nounced by Don E. Bates, presi- 
dent of the Reo Motor Car Co., 
Lansing, Mich. 

This order calls for 642 2-3 ton 
chassis with 12-foot stake bodies. 
Delivery of the entire order must 
be accomplished within 10 days, 
and production in the Reo plant 
has been stepped up to meet this 
emergency. 

Like many units included in 
previous large government orders, 
these trucks will enter the serv- 
ice of the Department of Agricul- 
ture. They will be used in soil 
erosion service. 





Scoop: The New 1936 Buick 





ADN would have had a swell picture of the new Buick if other inter- 
ested onlookers hadn’t got in the way. Inspecting the first 1936 job off 
the line and blocking the view are, reading from left to right around 


the circle: 


Harlow H. Curtice, president and general manager; W. F. 


Hufstader, general sales manager; F. A. Bower, chief engineer; C. T. 
Scannell, general manufacturing manager; L. D. Parker, Fisher Body 
Co.; O. W. Young, production superintendent; Fred C. Hoelzle, super- 


intendent of final assembly, and C. N. Ofield, chief inspector, 


Cameron Calle | Soak-Rich 


Tax Scheme to Hurt Ford 


Atlantic City, N. J., Sept. 6— 
Speaking as a representative of 
the Ford Motor Co. at a meeting 
here today of more than 1,000 
Ford service men from 29 states, 
William J. Cameron voiced the 
feelings of Dearborn as to the so- 
called “soak the successful’’ 
scheme, declaring it to be a 
“break up Ford” campaign. 


In giving his views as to this 
sort of legislation, Cameron 
brought out that the Ford com- 





| The Top Ten 
Passenger Cars 

First Ten in Registrations 

as Reported in ADN today. 

1935 1934 

Pos. Make Pos. 


1—572,902 Ford 359,455— 1 
2—384,907 Chev. 337,024— 2 
3—254,233 Plym. 197,786— 3 
4—116,028 Dodge 59,533— 4 
5— 96,225 Olds, 43,637— 6 
50,425— 5 
39,8738— 7 
38,984— 8 
16,354—10 
27,677— 9 


6— 90,497 Pont. 
7— 48,115 Hud.* 
8— 40,822 Buick 
9— 28,629 Chrys. 
10— 25,016 Stude. 
*Includes Terraplane, 


Total All Makes 





1,751,199 1,227,871 
See total registrations to 
date 1935-1934, pages 20 and 
21, this issue. 








pany has paid out in the life of 
the concern the tremendous total 
of $12,395,000,000 in wages, ma- 
terials, taxes and plant. 

“Every form of attack has been 
made to gain control of the Ford 
Co.,” Cameron is quoted as hav- 
ing said. “Banks have been pulled 
out from under us. Men have 
come with hundreds of millions 
of dollars to buy in. Now comes 
this idea of breaking up great 
fortunes. 


“We asked them at Washing- 
ton: 

“‘What do you expect to do 
then? Send a tractor to smite 
the factory apart and take two- 
thirds of it to Washington?’ 

“‘Oh,’ they said, ‘he can sell 
stock.’ 

“And that’s the game. In 32 
years the public has paid into the 
Ford Motor Co. twelve and a half 
billion dollars. To hear them talk 
in Washington you’d think that 
was all theirs and ought to be 
divided. 

“Twelve billion, three hundred 
and ninety-five millions of that 
was paid out in wages, materials, 
taxes and plant. How much does 
that leave? A few millions of 
surplus that were a godsend to 
the country during the depres- 
sion.” 

Cameron predicted that the 
present Federal tax program will 
not stand. 

“You cannot confuse business 

(Continued on Page 19, Coel...1)) 








AUG. HIGH FOR CHEVROLET 


Holler Reports 
All-Time Sales 
Peak of 99,018 


Truck Deliveries Best 
Mark in Company’s 
Entire History 








By CHRIS SINSABAUGH 


Detroit, Sept. 6.—An all- 
time high in August retail 
sales for Chevrolet is re- 
ported today by William E. 


Holler, vice-president and 
general sales manager. The state- 
ment issued shows that in the 
month just ended Chevrolet de- 
livered 99,018 cars and trucks at 
retail, an outstanding perform- 
ance that beats by 4,600 units the 
previous best August, which was 
in 1929, 

As compared with July of this 
year--and July itself always is an 
excellent sales month—this Au- 
gust exceeds it by 24,979. Then, 
too, this August’s sales beat the 
same month last year by 33,623, 
an increase of 51 per cent. 

In the truck field August set 
another record for Chevrolet, A 
total of 21,776 units was _ sold, 
which is not only the biggest 
August in the company’s truck 
history, but also the biggest sin- 
gle month in Chevrolet’s com- 
mercial vehicle activities. 

It has been Salesmanager Hol- 
ler’s contention since mid-season 
that “thar’s gold in them thar 
August hills,” and working along 
these lines, his field organization 
left no stone unturned last 
month under which might be hid- 
ing a prospect. In recognition of 
this co-operation, Holler has 
asked me to convey his extreme 
gratitude and deep thanks to his 


(Continued on Page 18, Col. 5) 


Franklin Plans 
To Produce New 
Air-Cooled Car 


Syracuse, N. Y., Sept. 6.—A long 
period of uncertainty concerning 
the future of the Franklin auto- 
mobile industry in this city has 
apparently been ended with the 
announcement of a definite pro- 
gram of rehabilitation by John 
E. Williams, president of Frank- 
lin Motors, Inc., which purchased 
the business and assets of the 
H. H. Franklin Mfg. Co. in bank- 
ruptcy proceedings last December. 

In this program the Franklin 
Automobile Co., sales division, 
which was not involved in the 
bankruptcy and remains intact, 
is designated as the new oper- 
ating company, and Dallas E. 
Winslow, Detroit, has been elected 
a director, chair of the board and 
treasurer. He is president of 
Dallas E. Winslow, Inc., which 
owns the Copeland Refrigeration 
Corp., Detroit, and several other 
industries. 

(Continued on Page 2, Col, 8) 








Detroit, Sept. 6—With the ranks 
of its new-fledged International 
Union of United Automobile 
Workers already split by internal 
dissension, the American Federa- 
tion of Labor found itself caught 
between a crossfire of attack over 
the week-end holidays, from the 
infant union on one hand and 
from the Rev. Charles E. Cough- 
lin on the other. 


Stormy sessions marked the 
progress made last week by mem- 
bers of the IUUAW and AFL of- 
ficials toward the election of 
officers. William Green, AFL 
president, won out in his deter- 
mination to place F. J. Dillon at 
the head of the new organization. 
Hotly rejected by IUUAW mem- 
bers, Dillon was finally placed in 
office under protest. The protest 
will be carried to the AFL na- 
tional convention which will be 
held during October in Atlantic 
City. 

Should Show Profit 


Scarcely had the sounds of 
battle died away when a new at- 
tack was launched against the 
AFL by Father Coughlin. With 
the warning “Beware of labor 
racketeers” the radio priest 
pledged the support of his claimed 
nearly 9,000,000 members of his 
National Union for Social Justice 
to still another union, the inde- 
pendent Automotive Industrial 
Workers Assn. He addressed 24,- 
000 persons on Belle Isle here 
Sunday afternoon. 

“You must organize the automo- 
tive workers in a non-dictatorial 
Greenish manner,” he told officers 
of the new independent. “Your ob- 
jective is a living, annual wage. 
Your objective is an equitable 
sharing of the profits. 

“The equitable way for you to 
bargain for a just, living, annual 
wage is not to destroy the profit 
motive, but by a contribution and 
a sharing of those profits and by 
a small contribution by the con- 
sumer to exact that just, annual 
wage which alone will support the 
markets of America. 


Sincerity Challenged 

“Beware of rackets and of 
racketeers, I could recite for you 
the recent failure of an older or- 
ganization because of its notori- 
ous racketeer representatives in 
Detroit. The National Union with 
nearly 9,000,000 members stands 
back of you today and tomorrow 
to counsel you, to direct you,and 
to assist you.” 

Coughlin declared that although 
he had been criticized by the AFL 
for aiding the new independent 
union, his answer to these critics 
would be silence. 


The sincerity of Father Cough- 
lin’s labor movement was vehem- 
ently challenged Monday by 
Frank X Martel, president of the 
Detroit Federation of Labor, who 
addressed 6,000 workers in the 
same open-air forum used by the 
radio priest. 

“T challenge the gentleman from 
Royal Oak to divest himself of his 
priestly robes and get on the fir- 
ing line with the representatives 
of labor standing back of the AFL 
as the only hope of success,” Mar- 
tel said after charging that rep- 
resentatives of company unions 
made up the bulk of the Sunday 
gathering and that their purpose 
was to disrupt labor. 

“If he is sincere—and we doubt 
it—if he is honest in intentions 
he will cease his policy of trying 
to destroy the AFL and render it 
assistance. 


Want 30-Hour Week 

“The large fund of 50 cents a 
month which Father Coughlin 
proposes to gather is not suffici- 
ent properly to conduct labor 
affairs on the scope undertaken 
by the AFL and to be of real 
benefit to the workers. Yet it 
would provide a sizeable fund to 
use for gambling in the silver 
market or any other venture the 
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AFL Target for Bitter Attacks Over Holidays 


Coughlin and Auto Union 
Decry Federation Tactics 


gentleman from Royal Oak might 
attempt.” 

Other Labor Day developments 
were the statement by AF'L Pres- 
ident Green that labor insists 
upon the adoption of the 30-hour 
work week, Green spoke at Can- 
ton, Ohio. Secretary Perkins told 
a radio audience that responsibil- 
ity for unemployment insurance is 
now up to the states. Nazism and 
Facism were assailed by workers 
in Boston while in New York 
Rev. Thomas J. Higgins decried 
extreme demands by workers and 
attacks on property. 


Willys Begins 
Production of 
10.000 Vehicles 


Toledo, O., Sept. 6—The Willys- 
Overland Co, began production of 
10,000 cars Sept. 3, as authorized 
by a court order obtained early 
this month, it was announced by 
David R. Wilson, receiver. 


“Materials for production of the 
cars allowed in an order granted 
recently by Judge George P. Hahn 
of the Federal Court are now in 
transit.” Wilson said, “The forge 
shop resumed activities Sept. 3 
and the line will open Sept. 9. 
Shipments of finished cars should 
be under way by Oct. 14.” 


Wilson said that orders are 
pouring in, especially from dealers 
in the West and Southwest, who 
are now without cars, and who 
are awaiting deliveries. Export 
business is on a steady upward 
trend, Wilson stated. 


About 1,400 men are now at 
work preparing the tools and the 
plant for production, 150 workers 
will be added when the forge shop 
opens, and 300 more will be re- 
called when the machine shop 
is put in operation Sept. 9. About 
3,500 workers will be employed 
when the plant reaches full pro- 
duction schedule. 


All electrical equipment and 
small parts for the car are being 
ae locally, Wilson said. 


St. hi Auto a 
To be Held Nov. 10-16 


St. Louis, Mo., Sept. 6.—The St. 
Louis Automobile Show will be 
held here Nov. 10 to 16, inclusive 
under the auspices of the Greater 
St. Louis Automotive Assn., Inc. 

The following are members of 
the show committee; D. E. Cast- 
les, president, West Side Buick 
Auto Co.; Arthur R. Lindburg, 
president, Arthur R. Lindburg, 
Inc.; G. W. Oliver, president, Oli- 
ver Cadillac Co.; George Weber, 
president, Weber Implement & 
Auto Co.; C. A. Reichardt, presi- 
dent, Reichardt Motor Co.; Udell 
Thompson, secretary and treas- 
urer, Nulsen-Thomson Motor Co.; 
Milton B. Strauss, president, Mil- 
strand Motor Co, and president 
Greater St. Louis Automotive 
Assn., Inc, and Joseph A. 
Schlecht is general manager. 








| Kaye Don Distributes Pontiac 


Kaye Don, right, noted English speed king and sportsman, has been 

made distributor for Pontiac cars in England, Scotland, Wales and 

Northern Ireland. He is shown here inspecting a Pontiac with an 
AAA observer in the recent turret-top heat tests in Florida. 


Franklin to Produce 


New Air-Cooled Car 


(Continued from Page 1) 


Other highlights in the program 
include: 

l Acquisition of the Doman- 

Marks Engine Co. of Ames- 
bury, Mass., which is moving to 
the Franklin plant here and will 
manufacture air-cooled industrial 
and truck engines. 

2 Disclosure that an eight-cyl- 

inder air-cooled passenger car 
motor is included in the deal with 
Doman-Marks, with production of 
a new Franklin car equipped with 
this motor deferred until more 
capital is obtained. 

Announcement that at the 

special meeting of the directors 
of the Franklin Automobile Co. 
which marked the entry of Win- 
slow as a factor in the industry, 
“plans were discussed which in- 
timate that a statement will be 
made shortly in connection with 
Franklin air-cooled and air-con- 
ditioned refrigeration.” 

Announcement that a Franklin 

ear service division has been 
opened at the plant. 

The new air-cooled passenger 
car motor has been under devel- 
opment and test since the forma- 
tion of the Doman-Marks Engine 
Co. two years ago, according to 
Williams, and “has this summer 
completed over 25,000 miles of 
rigorous road performance, in 
addition to extensive laboratory 
testing.” Williams added, how- 
ever: 

“This motor will not be pro- 
duced until capitalization of the 
Franklin company has been ex- 
panded on a scale suitable for 
quantity output of cars. Further 
engineering work and production 
studies are to be conducted dur- 
ing the immediate future.” 

E. S. Marks, formerly chief en- 
gineer of the H. H. Franklin Mfg. 








Lack of Funds May 


Stay 


Federal Bus Regulation 


Washington, Sept. 6—New Fed- 
eral bus and truck legislation, 
scheduled to become effective Oct. 
1, may be delayed because no 
funds are available for adminis- 
tration. 

“There isn’t any bureau,” ex- 
plained John L. Rogers, director 
of the newly-created motor car- 
rier bureau of the Interstate Com- 
merce Commission. 

An appropriation of $1,250,000 
to finance the new agency until 
next July 1 died with the third 





deficiency appropriation bill in 
the closing hours of Congress. 

Commission officials have 
sought a transfer of funds 
through the Budget Bureau so as 
to begin operations on the specific 
date, but no indication has been 
forthcoming as to whether the re- 
quest will be granted. 

Some officials thought I. C. C. 
funds could be used temporarily, 
but found they would need Bud- 
get Bureau approval and a final 
QO, K. by the controller general. 


Co., and Carl T. Doman, formerly 
research engineer, are the princi- 
pals in the Doman-Marks Engine 
Co., now taken over by the Frank- 
lin organization. They are re- 
turning to Syracuse, together 
with several assistants. 
Doman-Marks engines are al- 
ready in operation in 16 states, 
in commercial trucks, portable 
compressors, mill machinery and 
a variety of other applications. 


Federal Truck Names 
Bahlhorn Dist. Mgr. 


Detroit, Sept. 6—J. F. Bowman, 
vice-president in charge of sales, 
announces the appointment of 

Grover J, Bahl- 
horn as district 
manager for the 
Federal Motor 
Truck Co. Bahl- 
horn’s_ territory 
will comprise 
eastern Wiscon- 
sin and upper 
Michigan. 
Bahlhorn’s ex- 
perience with 
the automotive 
G. J. Bahlhorn industry extends 
over a period of 8 years. For the 
last 2% years he has been a 
member of the retail staff of 
Federal’s Detroit branch. 

Prior to joining Federal he was 
for several years connected with 
the Cadillac Motor Car Co. at its 
Detroit branch, and before that 
time was with the D & C Naviga- 
tion Co, 


AC Sanit Plug Sales 


In August Top Year 

Flint, Mich., Sept. 6.—A sign of 
further improved business activi- 
ties throughout the country was 
reflected today in the announce- 
ment that sales of AC spark plugs 
in August were the largest of any 
month so far this year and the 
second largest month since 1929. 

The increase, Wilson S. Isher- 
wood, general sales manager, said, 
was due largely to natural influ- 
ences accompanying business re- 
covery and to increase activities 
of wholesalers and retailers in 
putting forth greater sales efforts 
on “necessity equipment.” 

“The movement of spark plugs 
has long been regarded as a bar- 
ometer in the automotive indus- 
try,” Isherwood said, “and it is 
gratifying that August sales con- 
tinue their upward trend in a 
manner indicative of sustained 
improvement.” 


Andrews Opposed 
By Proxy Group 
Of Hupp Motors 


Detroit, Sept. 6.- 6.—The members 
of the proxy committee of the 
Hupp Motor Car Corp. stockhold- 
ers who are pledged to vote their 
stock and proxies for the re-elec- 
tion of William B. Mayo, J. 
Walter Drake, and Stewart L. 
Merriam as directors, members 
of the present board of directors 
formed on the recommendation 
of Federal Judge Moinet in De- 
troit, and now being opposed by 
Archie M. Andrews, were inter- 
viewed with reference to the let- 
ters and statements recently sent 
out by Andrews to Hupp Motor 
Car Corp. stockholders soliciting 
proxies to himself. The commit- 
tee said that they did not care to 
refute at this time misstatements 
made by Andrews. 

They preferred to rest their 
case on the decision of the Securi- 
ties and Exchange Commission, 
in the course of which decision 
that commission said that if the 
management of Andrews was to 
continue it would have to list the 
stock, but inasmuch as the com- 
pany was in the hands of the new 
board of directors they would 
not delist the stock. 


They were also willing to rest 
their case on the several decisions 
of Judge Moinet granting injunc- 
tions against Andrews and his 
associates and enjoining them 
from interfering with the affairs 
of the company, and on the de- 
cisions of the Federal Court in 
New York and the Wayne Cir- 
cuit Court in Detroit dismissing 
cases brought by Andrews and 
others to oust the present di- 
rectors. They were quite sure 
that any stockholder who would 
examine the records of these pro- 
ceedings in all of which the de- 
cision has been against Andrews, 
would refuse his proxy (Andrews) 
and would endorse the new board. 


Chrysler Dealers 
Report August 
Best on Record 


Detroit, Sept. 6.— The end of 
August found retail deliveries of 
Chrysler and Plymouth cars by 
Chrysler dealers holding up at a 
high rate. In the week ending 
Aug. 31, 2,727 Plymouths and 755 
Chryslers, a grand total of 3,482 
units, were placed in the hands of 
owners by Chrysler dealers, ac- 
cording to J. W. Frazer, vice- 
president of the Chrysler sales di- 
vision of the Chrysler Corp. This 
is the largest August that Chrys- 
ler dealers ever have had, exceed- 
ing by several hundred cars the 
best previous record in 1928. 

This figure is substantially 
ahead of last year for Chryslers 
and slightly ahead for Plymouths, 
the respective increases over the 
week ending Sept. 1, 1934, being 
34.1 and 1.6. 

In the 35 weeks of 1935 includ- 
ing Aug. 31, Chrysler dealers have 
delivered at retail 110,988 Plym- 
ouths and 31,444 Chryslers, a 
grand total of 142,432 units. The 
increase over the corresponding 
35 weeks of 1934 is 27.4 per cent 
for Plymouth, 74.1 per cent for 
Chrysler, and 35.4 per cent for the 
combined lines. Against the first 
35 weeks of 1933 the increases are 
81.7 per cent for Plymouth, 61.1 
per cent for Chrysler and 76.7 per 
cent for the combined lines. 


Going back to 1932 for a com- 
parison, the increases this year 
are 255.5 per cent for Plymouth, 
59.8 per cent for Chrysler, and 
179.9 per cent for the two com- 
bined. 

Figures given for Plymouth de- 
liveries are for Chrysler dealers 
in the United States only. and are 
in addition to the large sales of 
Plymouths made by the Dodge 
and De Soto dealer bodies. 












AUTOMOTIVE DAILY NEWS, SATURDAY, SEPTEMBER 7, 1935 


White Announces Completely Streamlined Tracks | 


Beauty and -Cab-Comfort 
Feature Latest Models 


Cleveland, O., Sept. 6—A new 
series of trucks — including what 
is claimed to be the first truck in 
the world to be completely 
streamlined— was announced by 
the White Motor Co. today. The 
new streamlined model was styled 
exclusively for White by Count 
Alexis de Sakhnoffsky, interna- 
tionally famed industrial stylist 
and winner of the Grand Prix in 
Paris six years straight. 

The new 704, designed for the 
two-three-ton field, sells for $1,240, 
chassis at factory. 

Streamline features of the new 
truck include perfect blending in 
color and moulding design be- 
tween the radiator shell, cowl, 
hood and rear; fully streamlined 
headlights, and the latest fender 
design, suggesting by the creased 
center line, propulsion through 
the air. The ornamental motif of 
the truck is composed of parallel 
lines noticeable on the radiator 
(vertical) louvres, side splashers 
and running boards. Oversize hub 
caps, instrument dials and heavy 
valanced fenders emphasize the 
ruggedness of design. 


Hood Curved 

Underneath the modernistically 
curved hood is the six-cylinder, 
White-built pep head 270-inch en- 
gine with screwed in Stellite valve 
seats. The 704 also boasts, it is 
claimed, the first automatic air- 
conditioned cab ever placed on 
trucks, and four-wheel booster- 
operated hydraulic brakes. The 
complete chassis is built through- 
out of heat-treated steel. 

The cab of the new truck con- 
tains the following comfort and 
ease of operation features. Two 
and one-half inches more depth 
is allowed for the driver than in 
the past. Three-position adjust- 
able steering wheel; a Nichols- 
Lintern air-conditioning ventilat- 
ing system is employed which 
automatically exhausts the air 
when the truck is in operation. A 
large cowl ventilator is used to 
permit increased ventilation and 
the entire cab, roof, floor boards, 











lined model which is swamping 
the plant here, President Black 
said. He estimated that from 
15,000 to 20,000 of the new models 
will be sold during the next 12 
months in addition to other truck 
models and buses. 

The White plant is working day 
and night to produce the new 
model. More than 500 orders for 
the truck were received before 
any customers had an opportun- 
ity to see them. One order for a 
fleet of 125 was received from J. 
J. Flannery of New York City. 

“Orders and delivery for White 
buses and trucks showed a de- 
cided improvement, beginning in 
July, and the outlook for fall busi- 
ness during the last four months 
of 1935 is the best that it has been 
in several years,” Black said. 
“During August alone, White re- 
ceived orders for more than 100 
buses, which runs into a large 
dollar volume.” 

Black expressed belief that 
White’s registration increase rec- 
ord of last year would be shat- 
tered this year. White’s registra- 
tions last year increased 186 per 
cent over 1933 and was greater 
than any other competitor in the 
light duty truck field. 


Retail Trade 
Well Ahead 
In 33 Cities 


Washington, Sept. 6.— Retail 
trade in most parts of the country 
continued to run well ahead of 
the corresponding period of last 
year, Department of Commerce 
reports from 33 cities today re- 
vealed. The reports, covering in 
the main the weekly period ended 
Aug. 31, were in keeping with the 
general upward trend of indus- 
trial activity during the month. 

Wholesale trade continued to 
gain momentum as the Fall buy- 
ing season advanced and there 























































































This new completely streamlined White de luxe panel truck was designed by Count Alexis de Sakhnoffsky, 
internationally famed stylist. A number of these trucks already have been ordered by department stores, 
a field in which White has always predominated. (See other pictures on Page 18.) 


Buick’s 1936 Sales Meet  |Gasoline Tax — 
To Draw More Than 3,000} ‘Junction is 
aalhodead enied in N. Y. 


facturing policies and outline the 
than 3,000 Buick dealers, distri- progress made in equipping the New York, Sept. 6.— Supreme 
butors, zone and regional man-| Buick factories for increased vol-|Court Justice Kenneth O’Brien 
agers, and leading business men| ume. During the past 18 months|last week denied an application 
in their respective territories will| the company has spent more than| by 11 gasoline companies for an 
be guests of the Buick Motor Co. | $14,500,000 in plant expansion, re-|injunction to restrain Comptroller 
during the next 10 days for the newal of equipment and change-| Taylor from collecting the city 
1936 sales convention of that com-| over in preparation for the pro-|sales tax on gasoline after state 
pany. duction of the 1936 cars. and federal taxes have been added 
: : : _— Among other speakers will be|*t® the purchase price. 
It is the first time in several Hufstader. F. A. Bower. chief Although he dismissed the suit, 
years the entire dealer organiza- 4 , . er, Justices O'Brien ruled th 
tion has been assembled in Flint, | ©™8ineer; T. H. Corpe, director of rule e comp- 

; ; ’| advertising and sales promotion, | ‘Toller was not justified in com- 
according to W. F. Hufstader, & p , , : , 
eneral sales manager. The pur-| #24 Arthur Kudner, advertising puting the tax in this manner. He 
— ‘ ae | agency chief, who will discuss re-|}°*P!ained that the suit was 
pose of the sales convention, he| © ive the eaten cand thrown out because it should have 
said, is to acquaint dealers with | SPectively the sales, engineering, | | b h 

, ;.)| Sales promotion and advertisin een brought by the purchasers 

plans for 1936 operations, which Si of eas li d b 
; : features of 1936 program. gasoline and not by the com- 
shortly will get under way. kn gamma aa panies, which do not pay the tax 
“It is no secret,” Hufstader| . 44 . an a > themselves. 
said, “that Buick’s 1936 plans al- — ae oe ae Justice O’Brien said the comp- 
ready are well advanced. Pro- troller’s regulation in computing 


the tax does not comply with the 


duction is under way and cars|, bs aes 
are being shipped to dealers in Canadian GM Chiefs local law providing for the sales 












































Flint, Mich., Sept. 6. — More 








































































one we provaren van for Winter were indications of further ac-|large numbers. In preparation Attend Sales Parley tax. _He declared that the tax was 
To i d Pp f Whi celeration following the Labor| for a fall and winter selling pro- - not intended “to be a tax upon a 
o insure driver comfort ite Oshawa, Can., Sept. 6.—A con-| tax, or double taxation, but mere- 






gram that is one of the most 
ambitious in the history of the 
company, the entire dealer organi- 
zation has been called in to view 
the product, visit the factories| eastern Canada zones of General oe 
and attend meetings in which the} Motors Products of Canada, Ltd. porations were the Socony Vacuum 
sales and manufacturing program | Head office executives and depart- a Co., Texas Co. Gulf Refining 
; : : ” : s : : o. Sinclair Refining Co. and 
will be outlined. ment chiefs were in session with | Gojonial Beacon Oil Co 


Dealer stocks of 1935 cars have| the visitors. aie 
been reduced to an almost negli- Presiding was C. E. McTavish, | (....5,; bo ‘ 
gible quantity, he said. He indi- general ie manager, Speakers Canadian Roads Group 
cated that Buick would be among| included: H. A. Brown, vice-presi- I ostpones Annual Meet 
the first of the major automobile| gent and general manager; E. A.| Montreal, Sept. 6.—Because of 
companies to announce their 1936) fyerson, E. R. Birchard and G. E. | the elections this fall, there will be 
cars. Ansley, assistant general sales| "0 annual meeting of the Cana- 


The principal speaker at the| manager; C. B. Watt, adver-| dian Good Roads Assn, this year, 
daily sessions will be Harlow H.|tising manager; P. N. Berry, it was decided today at a meeting 


Curtice, Buick president and/ sales promotion manager; W. R. . ee, comamittnn, oats 
general manager, who is expected| Carnwith, distribution and an- = @ Pee EC sale an 


eo Geeane Se Saeey'S Sl cies manage W. C. Marshall, | roads and mines and past-presi- 
oe commercial manager; R.| gent of the association. Those 
- Ba . i‘ . rainger, general parts and present at the meeting were Hon. 
J. W. Watson Appointed accessory manager; M. G. Coates,/T,. B. McQuesten, minister of 
Sales Promotion Aide parts and accessory merchandis- | roads, of Ontario, and his deputy 
Lansing, Mich., Sept. 6—Ap-| img manager; N. H. Daniel gen-/ minister, R. M. Smith, J. A. Duch- 
pointment of J. W. Watson as eral service manager; and A. O.| astel, director and George A. Mc- 
assistant sales promotion manager | Heather, manager for Canada,|Namee, secretary. The president 
for Oldsmobile | General Motors Acceptance Corp. | of the association, Hon. G. Shelton 
was announced Among the visitors were: T. C.| Sharp, former minister of roads 
today by D. E.| Jones, zone manager, Monoton, N. | in Prince Edward Island, was not 
Ralston, vice-|B; N. J. E. Catudal, zone manager, | present. 

president and| E. J. Umphrey, assistant zone Though there will be no annual 
—_ ae 4 general sales| manager and Gordon C. Myers,| convention this year, the execu- 
manager. sales promotion manager, Mon-| tive decided, however, that there 
Watson start-| treal zone; R. D. Kerby, zone| will be an inter-provincial con- 
ed in the auto-| manager, D. M. Harvie, assistant | ference on roads held at Ottawa 

mobile business| zone manager and C. P. Duns-| next January. 
in 1917 as aj|more, sales promotion manager, It was decided that at this con- 
dealer and has| Toronto zone; H. C. Locky, zone | ference the matter of level cross- 
F been affiliated | manager and Walter Shaver, zone| ing elimination will be pressed, 
J. W. Watson with the indus-| sales promotion manager, London | with a view to a more rapid elim- 


Day period. A general belief pre- 
vailed, it was said, that Fall busi- 
ness this year will surpass that of 
the 1934 season by a fair margin. 





ference of phases of the current |ly to reach the sales of merchan- 
car sales activity brought to Osh- | dise exclusive of any tax imposed 


awa a number of executives from | bY 1aw upon such merchandise.” 
Included in the 11 plaintiff cor- 


has adopted Dunlop rubber seat 
cushions. The back of the seat is 
also of Dunlop rubber construc- 
tion. 

























Tubular Radiator 

White is continuing the use of 
a tubular radiator, two stage 
springs with wrapped eyes at the 
fixed ends, these springs being de- 
signed with the proper character- 
istics for load carrying as well as 
riding qualities. In general, every 
detail of this chassis has been 
carefully considered in the light 
of the company’s experience with 
the large number of 702’s in 
operation. 

The complete new series an- 
nounced by White are Model 703, 
1-1%-ton field; 704, 1144-2-ton field; 
704A, 2-3-ton field; 709, 2%-3-ton 
field, and the 709A, 3-4-ton field. 
The 704, designed to give quality, 
low price and style to the largest 
field in the transportation indus- 
try, sells for $1,240 chassis at fac- 
tory and is designed for contract 
freight haulers, construction 
work, bakers, dairies, ice cream 
companies, brewers, bottlers, 
laundries, department stores, 
packers, florists, gasoline, food 
products, furniture, and coal and 
ice deliveries. The streamlined 
chassis can be obtained with 
standard bodies if desired and 
tractor trailer units also are avail- 
able. Deliveries already have 
started. 

Production to Double 


In announcing the new series, 









Several Groups 
Will Aid Motor 
2nd Truck Show 


Newark, N. J., Sept. 6.—The 
second annual motor truck show 
sponsored by the Motor Truck 
Assn. of New Jersey, will be held 
here Oct. 29 to Nov. 2. Governor 
Harold Hoffman has designated 
this week as motor truck trans- 
portation week and will issue a 
proclamation to that effect. 

Co-operating with the truck 
association in the promotion of 
the truck show is the Newark 
Chamber of Commerce, New Jer- 
sey Highway Users Conference 
and the Metropolitan Section of 
the Society of Automotive En- 
gineers. 

A two-day regional transporta- 
tion engineering meeting will be 
held in conjunction with the truck 
show at which prominent en- 
gineers and motor truck operators 
will discuss their many problems. 












































Remember Forgotten Law 


Little Rock, Ark., Sept. 6.—The 
“forgotten” law requiring that the 
name of the owner and net weight 






























the White company declares it| of the unloaded truck be stamped : ger, with 
will double its production sched-| on the side of the vehicle will be try ever since zone. Zone car distributors— | ination of these dangers to traffic. 
ule and increase its payroll to| rigidly enforced in the future, ac- He has worked as service rep-| Frank Hearn, Montreal; J. Corn-| It was decided also that the fed- 
the highest point since 1929 dur-| cording to inspectors for the state| resentative, salesman, retail sales| wall, Toronto; and James Gil-| eral government would be urged 


manager, sales promotion repre-| fillan, London were also present,| to increase and supplement its 
sentative and factory district sales | as well as zone truck managers; | grants for the purpose of encour- 
manager before joining Oldsmo-| Ross Baker; Montreal; J. Sang-| aging improvement and building 
bile as assistant to Martin P.| ster, Toronto and C. Simmons,| of national and provincial high- 
Vorberg. London. ways, 


revenue department and the high- 
way department. It is understood 
that a number of disputes arose as 
to the weight of trucks stopped by 
inspectors recently in the campaign 
to eliminate overloading of vehicles. 


ing the last four months of this 
year. 

The step-up in production is 
necessitated by the large volume 
of orders for the new stream- 
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New World’s Marks Set by Campbell and Jenkins 


Englishman Sets 301 MPH 


Record in the Bluebird 


Bonneville Salt Flats, Utah, 
Sept. 6.—Sir Malcolm Campbell, 
British land speed ace, twice 
roared over the salt plains here 
Tuesday at an average speed of 
301.337 miles per hour in a mile 
straightaway drive to set a new 
land speed record and reach the 
goal he had set for himself when 
he came here for the attempt last 
week, 

The first figures given out by 
the contest board of the American 
Automobile Assn, said Sir Mal- 


colm had averaged 299.875 miles 
per hour. An error in substraction, 
however, was corrected and Tues- 
day night the official speed was 
boosted by ten one-hundredths of 
a second and the final figure of 


Here It Comes—There It Goes 


tire blew out with a rifle-like 
crack. The big machine, traveling 
at a 300-mile-an-hour clip hurtled 
for a split second. A twist of the 
wheel brought the metal-tailed 
Bluebird back on the guide line, 
and then Sir Malcolm bumped to 
a stop. 

The Englishman showed no con- 
cern over the perilously close call 
he had just experienced, and 
worried chiefly over the necessity 
of a quick tire-change for the 
return trip, 

He exhorted his mechanics to 
hurry to enable him to keep with- 
in the prescribed hour allowed 
for the two runs. Only eight min- 
utes of the hour were left when 





again, I may not,” he said. “Only 
the future can tell. I have not 
yet decided whether to rebuild 
the Bluebird, build a new car, or 
quit entirely.” 

Reports that he had under con- 
struction another more powerful 
car were denied by Sir Malcolm. 
He called the Utah track the best 
in the world and predicted even 
greater speeds. 


He would not predict any “top” 
in speeds, but said that when 
tires and other equipment reach 
higher perfection, marks greatly 
above 300 miles per hour would 
be possible. His tires, he said, 
withstood the heavy pounding ex- 
ceptionally well. 

“I have been setting my goal 
higher and higher for many 
years,” Sir Malcolm said, “and 
each time I have reached it.” 

“Sometimes when I get away 
from the track for several weeks 





—Wide World Photo, courtesy N. Y. Times. 


Malcolm Campbell’s Bluebird is roaring over the saltdesert at Bonneville at 300 miles an hour to set the 
new world’s record for a mile straightaway. 


301.337 miles per hour realized 
for the 50-year-old English speed 
king the goal on which his heart 
had been set for years. After the | 
first report by the AAA, Sir Mal- 
colm announced he would make 
another attempt Thursday, Fur- 
ther runs, however, were called 
off with the announcement of 
the corrected speed, and he will 
sail for England, Sept, 12. Al- 
ready the six-ton Bluebird is 
crated and on its way to New 
York. 


For the first run his speed 
averaged 304.311 miles per hour. 
On the return run he averaged 
298.013 miles per hour. The first 
report credited him with 295.566 
on the last run, enough difference 
to keep him from his 300-mile-an- 
hour mark. On Mar. 7 he set a 
mark of 276.816 at Daytona Beach, 
Fla. 

With the morning sun glaring | 
in his eyes, Sir Malcolm wheeled | 
his six-ton monster out on the 
200-foot-wide course, centered by | 
a black oiled line, Like a streak | 
of black, he roared past a thou- | 
sand spectators, many of whom | 
had been waiting overnight for 
the spectacle, of the fastest land 
speed the world had ever known, | 

Catastrophe imperiled the run, 
but the gritty Englishman out- 
witted it. As Sir Malcolm hurtled | 
past tt the last flag his left _front 


Camera Aided 


|and rapidly mounting 


Campbell opened up the gun on 
the return dash. 
Later, in describing his 
trouble, Sir Malcolm said: 
“It made a loud pop, and I 
swerved out of line. I snapped 
the ‘old lady’ back quickly and 


tire 


| there wasn’t much trouble in the 


run to the stop. I was going 
around 300 miles an hour at the 
time. The tires were scorching 
hot. In fact, I burned my fingers 
on one of them.” 


The blowout had forced him to 
stop a mile short of the end of 
the track and was responsible, 
to an extent, for his failure to | 
reach the same speed on the way 
back. A cross wind, glaring sun | 

tempera- 
somewhat, 





ture held him back 


| but despite it all he set a new 


mark for land speed, a mark 
nearly equal to the world’s air- | 
plane record of 312.21 miles per 
| hour, 

Donald Campbell, 15-year-old 
son of the speed king, rushed to 
embrace his father at the end of 
the run. There were tears of 
anxiousness in the boy’s eyes, but 
Sir Malcolm showed not a trace | 
| of nervousness. 


The speedy Briton has no im- 
mediate plans for future speed 
tests. 

7 may quit the sport, and then 


Campbell 


In Recording Speed Data 


Bonneville Salt Flats, Utah, 
Sept. 6.—A specially-built moving 
picture camera filmed the instru- 
ment-board record of Sir Malcolm 
Campbell’s record-breaking speed 
run at over 300 miles per hour. 

Engine revolutions, taken on 
his speed attempt at Daytona 
Beach., Fla., were not accurate 
because of wheel slip. To glance 
for even a moment at the instru- 
ment board of the roaring Blue- 
bird is hazardous. Thus some new 
means of checking were needed. 
The new idea was developed to 


give the most accurate record 
possible. A duplicate instrument 
board was made and mounted in 
a box 3 feet x 8 inches x 10 
inches. At one end of the lighted 
box were the instruments, a 
clock, revolution counter, and oil 
and supercharger gauges. At the 
other end, the camera. 

With the new equipment it will 
be able to check at leisure an 
accurate ratio of wheel spin to 
revolutions. The film gives 8,000 
separate pictures and lasts for 16 
minutes. 





I think I will never drive again, 
he added, “but when I return to 
the garage and see the Bluebird 
I again become enthused and 
crave for another attempt at 
higher records.” 


American in Duesenberg 


Hits 135.47 for 24 Hours 


Bonneville Salt Flats, Utah, 
Sept. 6—An American automobile 
has again taken the limelight 
away from the British with the 
establishment of a new world’s 
speed record for 24 hours. 

The car is a super-charged Due- 
senberg special speedster and the 
record is a full day and night’s 


Automobile Speed 


Records to Date 


The following tabulation 
of automobile speed records 
and world speed marks are 
taken from the New York 
Times, Sept. 4, 1935: 

Automobile Records 


Speed 
M.P.H. 


68.198 


Year Driver 


1903—Alexander Winton....... 


1904—W. K. Vanderbilt jr. 92.307 
1904—H. L. Bowden 109.756 
1906—Fred H. Marriot........127.659 
1910—Barney Oldfield.......... 131.724 
1911—Bob Burman 
1919—Ralph De Palma........ 149.87! 
1920—Tommy Milton.......... 156.046 
a1926—J. G. Parry-Thomas....170.624 
Malcolm Campbell 
H. O. D. Segrave. reeeed 3.792 
Malcolm Campbell 





impbell.......253 
impbell 


5 ilcolm Campbell. ; 
iTrials were held at Pendine ‘Sands, 
bTrial was held at Bonneville Salt 
Flats, Utah, 

All other record performances were at 
Daytona Beach, Fla 

Trials also have been held at Salt- 
burn-on-Sea and Brooklands, England; 
Fanoe, Denmark; Ninety-Mile Beach, 
New Zealand, and Verneuk Pan, near 
Cape Town, South Africa, but no 
record-breaking performances were re 
corded. 








running at the terrific speed of 
135.47 miles per hour average. 
The 24-hour run was made on 
the great Salt Desert near Wend- 
over, Utah. Ab Jenkins | was the 





power Duesenberg across. the 
AAA timing line at nearly 160 
miles per hour to start the terrific 
grind. The roar of the powerful 
motor could be heard for miles 
as the car circled the 10-mile oval 
hour after hour. In the 24 hours 
the Duesenberg covered more 
than 3,200 miles. 


At the end of 19 hours the heat 
had become so intense from the 
sun and the speed of the motor 
that an ignition wire caught fire, 
causing a costly delay in time and 
lowering the average speed. Out 
of the pit again, the throttle was 
pushed to the floorboard and at 
the 3,000-mile mark Cobb’s record 
of 184.56 m.p.h. for that distance 
had been bettered, 


Drivers Speed at 100 
Without Hands on Wheel 


Detroit, Sept. 6—One hundred 
miles an hour in an automobile 
with no hand on the steering 
wheel is possible and often actu- 
ally experienced, in safety, at the 
proving grounds of the Packard 
Motor Car Co., it is said. 

The two-and-one-half-mile con- 
crete speedway of the proving 
grounds was made with two 
straightaways, each one-half mile 
long and three quarter-mile half 
circles at each end. Both curves 
are so banked that a car travels 
as if in a groove at the top of the 
track. 

It is possible, it is said, to let 
go of the steering wheel and 
steer the car with the accelerator 
pedal while in either of the 
curves. By letting up on the 
pedal the car steers to the left 
toward the lower side of the 
track. Pressing the accelerator 
pedal, when traveling at any 
speed under 100 miles an hour, 
steers the car to the right or 
} the | higher up on the bank. 


‘Sets D Naw 24-Hour Siesend 





Ab Jenkins set a new world’s record of 135.47 m.p.h. for 24 hours in the Duesenberg. 
except for two minor changes in the engine. 


It is a stock car 


Photo shows Jenkins ready 


for a trial run on the Salt Flats of Utah. 





Ford Leads Entire Field 


In Wayne County Sales 
Detroit, Sept. 6—Wayne County 
August registrations show a total 
of 5,162 new cars and 584 trucks 
for the month. This compares 
with 3,599 cars and 561 trucks 
registered during August, 1934. 
Ford was the leader in the pas- 
senger car field with 2,011; Chev- 
rolet second with 1,137 and Plym- 
outh third with 455. In the 
truck division Ford listed 253; 
Chevrolet 140 and Dodge 160 units. 
To date in 1935, 63,514 passenger 
cars and 4,594 trucks have been 
registered in Wayne County as 
compared with 47,783 passenger 
cars and 4,314 trucks during the 
same period last year. 


driver, assisted by Tony Gulotta, | 
of speedway fame. 

The 135.47 m.p.h. average nosed 
out the record of 134.85 m.p.h. 
made recently on the same desert 
speedway by John Cobb, British 
sportsman, in his 700 horsepower 
special-built Napier racer. The 
American Duesenberg, with a few 
minor changes in the engine such 
as the addition of a second car- 
buretor, is a duplicate of the 
regular passenger Duesenberg 
cars in the hands of owners. Jenk- 
ins’ running speed for a good 
portion of the time was well over 
150 miles per hour, pit stops to 
take on gas and oil and to check 
tires being counted against his 
average speed. 

Jenkins drove the 325 horse- 








WORLD SPEED MARKS 
Seaplane—440.68 mph, 
Lieut. Francesco Agello. 
Airplane—312.21 mph, 
Raymond Delmotte. 
Automobile—301.337 
Sir Malcolm Campbell 
Motor Boat—124.86 mph, 
Gar Wood. 
Running—Mile in 4:06.7, 
Glenn Cunningham. 
Walking—Mile in 6:25.8, 
G. H. Goulding. 
Swimming—Mile 
06.8, Arno Borg. 
Running Horse—Mile 
(straightaway) in  1:32.8, 
Kepplestone. 


mph, 


in 21:- 
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New Retailing Plan Confirmed by Crowell Survey 


o—— oe iagtttcsseeneitiasibapasipiaia a 


. | 
Dealers’ Weak Points are car and showing that in almost | nearly 20 per cent felt they could | features of his competitors in his 


every case these reasons were the! get better service from a garage| own set-up. This can best be 


e same that the manufacturer had | or mechanic than from any other! qone through adoption of the 
onventence an nterest hammered home in his national | source. | quick service retailing plan in the 
advertising messages, the survey Price, in both the dealer and | yarticular form from that best 
wo gets down to brass-tacks and the | mechanic-garage groups, showed | - ea ees i 
By LOU FOLEY question of service. up as an almost negligible factor. fits the individual dealer’s needs. 
Detroit, Sept. 6.—Confirmation of the soundness of the ‘All owners in all three price It brought in only 1.75 per cent Customer Contact Needed 
quick service type of automotive retailing advocated by eee — a a the Senet poses ae — The Crowell survey also em- 
° : . . ° “4 < 3 . ( ‘ar service as Soo per cen 0 e 1ecné c-ga- aeatwaa ¢« 2 ; ‘ oe 
Automotive Daily News is had from an unbiased source, | year by the dealer, independent peas conbemaee. phases 5 en See 
a new-car owner survey conducted nationally by The) mechanic, garage or super-service Thied Grows Covered Le ae oe ae 
Crowell Publishing Co., which publishes Colliers, The es ee the query| ‘he third group covered those at oe ouidle ermine ie ae 
ic agazine an’s i applies to the old car only. who took their cars to super-serv- | CC@EFr are i 3 : 
American Magazine, Woman’s Home Companion and The aes is re wre look thelr cars to sj V-| sider the mest vital teeter anu 
Country Home Answers to this question ice stations. Through all three : 
Entirely i : tial d plz 2d with h h f th brought out the fact that owners price divisions, the answers of and the very foundation stone of 
nuirely he lal and p —_ with no thought of the | who took their cars to the dealer this group revealed that the main|a successful retailing operation. 
- pndieag ttyroyere . 2a. . did so for four main reasons, reason people go to super-service | This is customer contact. 
is survey was carried o — r te ; s : 
actually asking 3,000 owners in od a a oe From the new car sales stand 
all walks of life and in all parts want, in the majority of cases, |] | point, if most cars are bought and 
of the country “why” they bought sane seve a service - REASONS WHY OWNERS PATRONIZE EACH TYPE OF _ ||| not sold, then dealer contact with 
waeanee SS aKecaey ae Gener SERVICE OPERATION '|| great numbers of the driving 


their present cars and “why” they is frequently overcome by the con- 
patronize certain types of service Saaninee and Sabaoeet interest eet — ee ||| public is virtually essential to that 
stations for their repair and main- features offered by other types Super-Service Station ||]! dealer in getting the opportunity 
tenance work, of service operations. It is a i a Convenient | Convenient | to be able to deal for the new car 

The industry as a whole has|pattle between reliability and ar al 85.53 ” a5 | sales. 
— oo in its oe a to! convenience and convenience : — = From the service standpoint, if 
why a large percentage Of Car-| often wins because it offers the | : mee et Se canes : if- 
owners leave their dealers and | easiest course Dealer Knows Own Car | , 3 SOFVIC® WOEh 16 SECUIOR STUER TE 
go to independent garages and me? ii Best aa seca — Service ferent sources because. as_ the 
one-stop stations for their serv- Must Be Accessible 22.35 ae eo survey shows, of convenience and 
ice requirements after the guar- From these two primary fac- ——— . ——e . better workmanship, customer 
antee period has passed. tors it can be concluded that all : Better Service Personal Interest contacts must be made in order 
Now in Third Year | any dealer has to do to get his 36 ae ame to sell the convenience and quality 
full share of the available service _ ——_—_—____—_—_— | - _ of workmanship offered to the 
siness i is ality i ake ‘ a cae , ; 

i caine Goer ae te Convenient ici pees | greatest number of car drivers. 
sities te Cina he aenaien teal 8.80 8.55 5.59 Customer contact is best and 
ties easily accessible, and inject | | most easily gained through serv- 
into his dealings with the public | ; | ing the car owner, in his home 
three of which, for all practical | stations is because they are con-| neighborhood or on his accus- 


establishment as against another. : : 2 : ; 
. : the personal interest which in- : 5 E , u 
These are: fluences many people to go to the | Purposes, amount to the same} venient. Convenience influenced | tomed route of daily travel, with 


1. Reliability. independent garage or alley me-|thing. Of this group 42.04 per/| 54.35 per cent of these owners| the items of service which he 
2. Convenience. chanic. cent patronized the dealer because and while no other single reason| must use from day to day and 
3. Personal Interest in the In the course of the survey, | they believed he would give them influenced more than 20 per cent,| week to week. Gasoline, oil, 
Customer. which was conducted in 64 cities, | better service; 22.35 per cent be-|the second largest influence was| grease, washes, motor tune-ups 
The proofs set forth in the sur- groups owning 13 leading makes| cause they thought the dealer the feeling that super-stations af-| and incidental replacements due 
vey and the buying motives it| of cars were questioned. The cars | “knew his own car best:” and| ford better service. to normal use comprise the most 
discloses are just as fundamental | selected fell into the three great | 10.36 per cent because they con-| The improved equipment fea- | effective baits or lures, 
for the small-town dealer as they | price divisions, low, medium and | sidered dealer service more reli-|tured by these super-stations ac- Makes Extra Profit 
are for his city brother who| high. Owners were questioned | able than that of the other types| counted for 3.42 per cent of the _— eee 
fights for his share of the sales| entirely in their homes or offices. | of service stations. Summed up, | business; price influenced only 5.59 | — 
in the multiple-dealer centers. In no case was an owner ques- | these answers all come under the| per cent; desire for quicker serv- 
The Crowell survey further) tioned in or near a dealership, | head of Reliability. The fourth| ice than could be obtained else- 
demonstrates (a) that the major-| sarage or super-service station. | reason was convenience and it| where appealed to only 2.17 per 








Car Dealer Garage or Mechanic 


The Crowell survey, now in its 
third year, shows clearly that 
there are but three major rea- 
sons given by car-owners for 
selecting one type of service 





items, necessary to 
greater customer contact, can be 
offered at a substantial profit by 
the dealer without impairing or 
in any way taking away from the 
efficiency of his other services by 
adding the quick service features 


° . : r Taotse > e 
price fields have a strong faith Two Facts Proved 
in the reliability of service work The Crowell survey answers re- c 7 
done by their dealer. These own-| veal some highly interesting con- ; . . to his present operation. 
: ‘ ad “We ; The results of the Crowell Pub- v3 . : 
ers favor dealer service over all| ditions and offer abundant proof In the second group, which ad-|,. 7. ‘ : With the quick service type of 
7 R s ; od ee ; : oe ’ lishing Co. survey drive home the ; 7 
other types because they believe | of two merchandising facts, first,,; mitted taking its cars to mechan- | + operation the dealer not only is 
: Seer, ¢ : : , — a , : | text that ADN has been preach- 7 ye 
the dealer knows his own car best | that economy in one form or an-/|ics or independent garages, the|. ; able to serve his trade on all of 
: : : vr ; oe 7 .| ing for almost two years, namely : . 
ana will give them the best work | other is the deciding factor in| answers showed that the four! . ~ | their routine needs, he also at- 
; ; F ; that the car owner prefers the ; ; 
obtainable. most new car sales today and,| major reasons for so doing were tracts trade that is now going 
(b) That owners who patronize | second, that little or no retail | convenience, personal interest, | elsewhere, because as this survey 
super-service stations, garages or | salesmanship enters into the pres- | better service and cheaper prices. as well as the results found in 
mechanics do so not for econom-/| ent day sales transaction. Pros- | Convenience moved 35.53 per cent | . ; : | actual practice by dealers in this 
: : a co “ interest on which other types of : 
ical reasons, or because they have | pects today are apparently “pre-| of this group to patronize mech- | | : 7 ; | type of set-up shows, car drivers 
; ; ; ; - ; ei iain ; _| service operations have capital- | ; 
any particular faith in the reli-| sold;” they make up their minds| anics or independent garages laa | would rather patronize a car 
ability of these concerns, but be-| as to make and model, prior to| while the personal interest shown | ee : : dealer providing other conditions 
cause they are convenient, per-| any contact with a salesman, and | by these operators and the fact | Must Add Convenience are equal. The dealer thus adds 
sonal interest is displayed in the | simply give the order to the near-| that the customer could see his; To secure the service business | to his sales quota profits on many 
customer and the customer can/| est dealer. own work being done, brought in| that rightfully belongs to him the | accessory and equipment items he 
see his work done. After covering the various rea- | 29.28 per cent of the group. It is | dealer must duplicate the con-/ has lost through the change in 
Right here we see the net of| sons why the owner bought his | also interesting to note that! venience and personal interest | public buying habits. 


interest factor accounted for 13.66 | 
per cent. 


the group to the dealer. 


Convenience Wins Out 


| 
| 
| 
| 
ity of car owners in all three brought in only 8.80 per cent of cent of the total and the personal | 
| 


reliability of dealer service and is 
only led away from the dealer | 
by the convenience and personal 


io ree sna pin 
QUESTION 6 Did you have your old car et le) Did you have your old car QUESTION 6 Did you have your old car 


serviced last year by the Dealer. Independent 6A serviced last year by the Dealer, Independent I ST aC MES c lta met CMe iC Maer LL 6A 


Mechanic or Garage. or Super-Service Station? Mechanic or Garage, or Super -Service Station?” Mechanic or Garage, or Super-Service Station? 


(a) “Why did you prefer to have (a) “Why did you prefer to have (a) 
your car serviced here?” your car serviced here?” 


“Why did you prefer to have 


your car serviced here?” 
. e | . 
Dealer Mechanic or Garag | | Super-Service 


All Price Cars All Price Cars All| Price Cars 


Betier Equipment! 


Better Equipment! Better Equipmen! 


Better Service Betier Service 


Better Service 


Better Treatment 


Better Treatmen! 
Business Reasons 


Convenient 
Business Reasons 


Free Service 
Complete Service 


Persona! lateres! 


Dealer Knows Own Car Best 
Personal Inierest 
Logical Place for Service 


Prices Reasonable 


Rehable Reliable 


These charts, compiled .by Crowell, show why car drivers select one type of service instead of another. 
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One sacred pledge we make our friends here 
and now. This publication, God willing and so 
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motive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, wholly through 
the dissemination of NEWS which is timely, 
authentic and of value. ; 
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Meet Your Neighbors 


7 oe things stand out like sore thumbs in a recent sur- 

vey of car owners’ service reactions made by the 
Crowell Publishing Co. They are: First, the average 
car owner likes to have his car serviced by the car dealer, 
because he believes the dealer gives him better service, is 
more reliable and knows his own car best. 


But—Second: A very high percentage of car owners 
who patronize the garage man and super-service operator 
do so because his service is more convenient and he takes 
a greater personal interest in his customers. In both 
cases the question of cost of service is given very little 
thought by the owner. 


This latter statement would seem to end, very definitely, 
the old cry that the garage man, and the super-service 
man, is holding his ground merely because he is undersell- 
ing the dealer. On the other hand, the answers to the 
earlier questions indicate clearly that the garage man 
and super-service operator have no edge on the dealer in 
his standing with the public on the questions of quality 
of workmanship, equipment and reliability. 


In an able analysis of this Crowell survey, which ap- 
pears elsewhere in this issue, Lou Foley definitely points 
out that the strong point of the dealer in the matter of 
service is the weakness of the independent and the weak- 
ness of the dealer is the strong point of the independent. 


He shows clearly that very few owners go to the dealer 
for service because his shop is convenient and his personal 
interest is high. They go in spite of the fact that the 
dealer seems sadly lacking on both these points. On the 
other hand, very few people go to the independent because 
they think his service better, his knowledge of the car 
greater or his shop more reliable. They go to him mainly 
because he is more convenient and he takes a real interest 
in his customer. 


If Automotive Daily News had conducted this survey 
purely in interest of promoting its Neighborhood Sales 
and Service program the findings could not have been 
more biased in its favor. But in making this study Crowell 
had no axe to grind. It was interested only in finding 
facts. These facts point clearly to the need for greater 
convenience in dealer service station locations and greater 
personal interest on the part of the dealer in his customer. 
Neighborhood Sales and Service stations supply both 
these needs. It brings you into the neighborhood and per- 
mits you to meet your neighbors. Think it over. 


Stull Battling Used Cars 

N another part of this issue is a story outlining a plan 
suggested by George M. Taylor, a Detroit Dodge dealer 
and former MVRT code chairman for Michigan, for con- 
trolling used car allowances through a series of state laws. 
Under the Taylor plan, any trade group which accepts 
used merchandise in lieu of cash could elect to come under 
the terms of the proposed law. Allowance values would 
be fixed by the buyers of cars and would thus not run 

amuck with laws prohibiting price fixing. 

While at this early date there may seem some question 
as to whether state control of allowances on used mer- 
chandise would work any more satisfactorily than national 
control, the basic idea of the Taylor plan seems sound. 





By the Publisher 
r ‘When the writer 
was president of 


PAGING THE 
MESSRS. 
FORD! 

craft Club. he 


proposed to a very able board that | 


we initiate a movement to plan a 


World’s Fair in Detroit to coincide | 


with the opening of the St. Law- 
rence waterway. He pointed out 
that this city is the natural mecca 
of the world during the industrial 
age in which we live and that 
passengers could come directly 


from their home ports to the fair | 
without even a change of ships. | 


Some of the members of the board 
were enthusiastic about the idea, 
but it was tabled awaiting some 
action in regard to the waterway 
which would help focus attention 
on such a project. Quite recently 
the “Detroit Saturday Night” has 
been devoting some space to the 
project of a World’s Fair for De- 
troit, to be held sometime during 
the next five years and not tied-to 
so nebulous a date as the water- 
way-opening, worthy though that 
idea was. Undoubtedly there is a 
historic date which would lend 
itself to the promotion of such 
a fair and at the right time. 
* 4 * 

THE CHICAGO FAIR of 1933-4 
was a highly successful exhibition 
from every standpoint. Visitors 
from all over the United States 
were well repaid for their atten- 
dance and the sponsors not only 
were returned their 


property was handed back to the 
South Shore Park Commission 
highly improved, with canals, 
lighting, sewerage and a nest-egg 
in cash to complete the project. 
However, the last Chicago Fair 
was not a World’s Fair in that it 
received no co-operation from the 
governments of foreign nations 
as did the original Columbian Ex- 
hibition of 1893. At that fair the 
nations of the world vied with 
each other in the elaborateness of 
their buildings and of their dis- 
plays. Obviously, the later fair, 
promoted at the very bottom of a 
world-wide depression could se- 
cure no such co-operation as the 
funds were simply not available. 
It is just as obvious, however, that 
with the return to _ prosperity 
which seems to be gaining mo- 
mentum all over the world, there 
should be every good reason to 


| believe that a properly organized 
|} and 
Detroit could anticipate the en- | 


sponsored World’s Fair at 
thusiastic co-operation of all for- 
eign governments. 

NO ONE WILL gainsay the 
statement that no American city 
is more of a magnet for the 
citizens of foreign countries than 
is Detroit. This statement is 
proven by the fact that the stand- 
ard short tour taken by the 
thousands of foreign visitors who 
have been attracted to our shores 
this year because of our depre- 
ciated currency is: New York, 
Niagara Falls, Detroit, Washing- 
ton and back to New York. The 
four principal attractions, accord- 
ing to the tourist agents, which 
the foreigners want most to see 
are: The New York skyline, Ni- 


agara Falls, the Ford factory and | 
If they have more} 


the Capital. 
time and money they add: the 
Chicago stockyards, Grand Can- 
yon and Hollywood! 

* * * 

NOW, THE REASON we are 
bringing these facts to the atten- 
tion of the Fords (pere et fils) is 
because we believe such a World’s 
Fair would be of inestimable 
value to the entire automotive in- 
dustry of this country. The Fords 
have the natural key to the pro- 
posal in the hundreds of acres of 
land adjacent to their main fac- 
tories, Greenfield Village and the 
Edison Museum, which could be 
ideally adapted for this purpose. 
One friend who has had long 
experience with earlier fairs with 
whom I discussed this suggestion, 
brought the fact that with the 
completion of Greenfield Village 

(Continued on Page 23, Col. 3) 
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investment | 
with interest, but the lake-front | 
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A Royal Flush in Any Game 


In This 


The views expressed in this 


Corner 


column are those of our readers 


and do not necessarily coincide with those of the editors. Readers 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


° 7 
License Fees 
Noting your editorial, “The State 
Can Help,” in the Aug. 31 issue, on 
the question of state license fees 
as affecting fall sales, you may be 
interested in some facts that we 
have developed on this point. 
Several months ago we 


license 
in 


the 
owner 


It disclosed that 
the 


state. 


plate remains with 


19 states, where there are 10,949,864 | 


passenger cars registered, or 51 per 


cent of the total registrations (1934). | 


Thus more than half of the car 


owners are confronted with no prob- | 
lem of buying new license plates if | 
they dispose of their cars and buy} 


new ones. 

We are informed by dealer associ- 
ations in the other states, where the 
license plate goes with the car, that 
the fractional rates at which new 
plates are sold—1-12 to “4 of the 
regular fee—together with privileges 
to use new plates before Jan. 1, 
covers the situation. They see no 
sales resistance. 

Your editorial states that “in most 
states half-year fees are accepted.” 
While that is the law in Michigan, 
in other states the fees are much 
less. 

In other words, the question which 
your editorial leads up to—‘cannot 
states co-operate by pro-rating their 
license fees monthly, or at least 
quarterly”’—is not so good because 
this is already the case. 

An increasing number of states 
are also adopting the plan of hav- 
ing. the license plate remain 
the car owner. 

This, together. with the monthly 
and quarterly fees that are avail- 
able in the states and the use of 
new plates allowed by many in ad- 
vance of Jan. 1, seems, in the opinion 
of dealers, to make the matter of 
less importance than it seemed. 

On the other hand, the attention 
that has been brought to it has put 
the dealers on guard to secure any 
further rulings or changes that may 
be necessary in their particular 
states.—J. S. Marvin, asst. general 
manager Automobile Manufacturers’ 
Assn., New York. 


Consistent Advertiser 


In the Aug. 17 issue of ADN you 
published a news item containing a 
statement as follows: “Marking the 


had a} 
study made of the situation in each | 


with | 


Silver Anniversary with increased 
advertising — Federal Motor Truck 
will return to national ads, taking 
space in Saturday -Evening Post, 
Aug. 17.” 

This item creates the impression 
that our company has just started 
|to do some national advertising, 
when, as a matter of fact, we have 
been using the Post consistently 
since early last spring as a part of 
|our Silver Anniversary campaign. 

Inasmuch as the above-mentioned 
piece of news is misleading, we feel 
that a correction is in order.—S. G. 
Mitchell, advertising manager Fed- 
eral Motor Truck Co., Detroit. 

(Continued on Page 23, Col. 4) 


AS OTHERS 
SEE IT 





Courageous Auto Makers 

The News was opposed to the new 
taxes passed by Congress, on the 
ground that no new taxes should be 
levied until prosperity was well 
launched, and that after a normal 
volume of business had been estab- 
lished a consistent tax plan might 
be worked out in the course of con- 
siderable debate. 

Now that the taxes have been 
adopted, however, we decline to 
assent to the view persistently urged 
by opponents of the Administration 
| that they are ruinous, or that they 
are inordinately discouraging to 
business. This country is not going 
to be ruined by additional taxes of 
only $250,000,000 a year, and any 
industry that is discouraged by the 
new schedules ought to change its 
management and bring in a little 
more energy and optimism. 

Above all, we are unmoved by the 
argument that capital is not going 
to invest in new enterprises because 
the rewards offered under the new 
tax scales are insufficient. 

The lie to pessimistic reasoning 
about the effects of the new taxa- 
tion has already been given by the 
motor industry, which in spite of all 
the terrible threats has been pouring 
money into new development, fearing 
neither inflation, taxation, nor any 
other bugaboo raised by the fearful. 

The philosophy of the motor man- 

(Continued on Page 23, Col. 5) 
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Dealers Report Sales-Service Plan Progress 


Net Profits and Car Sales 
Increase Through Adoption 

















ers contacted who really are in- 
terested in new cars.” 

The fact that on the average 
29 per cent of the customers who 
patronize these stations for serv- 
ice or supplies have cars or makes 


the ADN survey range from deal- two items which all dealers re- 
ers in cities of over a million pop- | port being equipped 100 per cent 
ulation down to a widening in the| with are pressure greasing sys- 
road with fewer than 250 people| tems and spark plug cleaners. 

living in the village. Answers Ninety-two per cent of these | 
have been received and tabulated | dealers have wheel-aligning equip- 









Detroit, Sept. 6.—Now that the quick-service or sales-| from dealers in San Francisco to| ment, 66 per cent use motor ana-| other than the car sold by the 
service type of car dealer operation has passed its first | Philadelphia, from Paris, Texas,| lyzers, 42 per cent have brake-| qealer, which shows the direct in- 
birthday, dating its recorded birth from the time when a/| to Midland, Mich. All parts of | testing equipment, and 92 per | fluence on new car sales possibili- 

= the country are represented, as| cent have equipment for testing | ties through this improved method 





major manufacturer first instituted a national campaign | 
to put its dealers into this most modern phase of auto-| 
motive merchandising, the trade is beginning to wonder 
just what it has meant so far in actual operation by the | 


average dealer. ¢——— 
Automotive Daily News, through | jn this type of operation are sell- 


of customer contact. Over 28 per 
cent of the dealers reporting state 
their customers represent from 50 
per cent to 75 per cent owner- 
ship of cars other than the makes 
sold. 


and adjusting lamps. 

One of the extremely interest- | 
ing features brought out by the | 
survey to date is that 83 per cent 
of the dealers in the quick-service 
type of operation paint cars and 
do retouching, while 83 per cent | 


well as seven different makes of 
automobile dealerships. 
Averaging the sales of the deal- | 
ers who replied, it is found that | 
the average monthly’ gasoline 
sales are 10,556 gallons per month, 
although sales of from 16,000 to) 



















Outlets Opened 





. series * ees is en-| ing gasoline from pumps located} 26,000 are fairly representative | state they have spray booths in | 
eavoring to nee Bas Tica: in islands ona wide concrete ap-| for the dealers in metropolitan| their set-ups. | When it is considered that only 
e develop-~-/| ron, which provides easy entrance | centers. | While quite a few dealers re-/ 16 per cent of the dealers repre- 






| port the use of the cash register 
type of gasoline pump, by far the 


senting one of the leading car 


ment of the true | to their pumps and building from 
makers who has been actively 


picture neces-| the street, offering lubrication fa- 





Oil Sales Increase 


NEIGHBORHOOD 


















terrogated but 
to search out 
the dealers who 
have beenin 
this type of op- 
eration long 
enough for their 
sales to become 





more dollars 
for dealers / 





fairly stabilized. 


Straw in the Wind 
However, enough questionnaires 


have been returned to date so| 


that ADN feels that while it does 
not have the final answer to what 
this operation really 
present time, the replies give a 
good indication of what the an- 
swer will be when the survey is 
finally completed. 

Results of the Crowell customer 
survey, which included service 
trends by the car owner, are re- 
peated in the indications shown 
by the answers received in the 
ADWN survey to date. The Crowell 
survey clearly pointed out that if 
the dealer will add convenience 
of station location and accessibil- 
ity together with personal inter- 
est to his car sales operation, 
and make available those facili- 
ties and products which comprise 
the daily operation needs of the 
car owner he will materially in- 
crease his customer’ contacts, 
which is so very vital to the suc- 
cessful selling of motor vehicles 
today. 

Service Accessible 

The modern sales service sta- 
tion, whether it be of the feeder 
station type, as exemplified in 
the Ford neighborhood sales and 
service operation, or whether it is 
incorporated in the complete deal- 
ership under one roof, as favored 
by most of the other car manu- 
facturers, has a front approach 
similar to that of the so-called 
super-service station. 

ADN finds most of the dealers 


REAL SUPER 


> 
Mendenhall Sad 
Co., St. Louis, re- 
cently installed its 
second Curtis Life. 







| SPECIALIZED @6Z7=4D> LUBRICATION 


Z 





is at the) 





quick service operations. 


New Architecture 
One of the essentials of this 
type of operation seems to also 


for car maintenance. 
| per cent of the dealers reporting 
sell but one brand of oil while 





this type of operation in the de- | 
velopment of regular customers | 
Twenty-five | 


each station. 


Helps Sell Cars 
Every dealer who reported made 
a definite statement that the type 


The accompanying table shows Neighborhood Sales and Service results as reported by William 
L. Hughson Co., veteran Ford dealer of San Francisco, who operates three feeder stations in 
addition to his main establishment. 





Gas sold monthly? 
Bulk oil sold monthly? 


Canned oil handled? 


No. 2 Branch 
13,000 


175 


No. | Main Store 
4,500 
475 
Quaker State 


Gilmore, Pennzoil Same 


No. 3 Branch 


No. 4 Branch 
~ 1 4,500 ; 


6,000 


“110 


Same Same 





Tire brands sold—repairs? 


Fisk — No Fisk — Tubes 


Fisk — Tubes Fisk — Tubes 





Brands batteries charge? 


Ford — Yes Ford — Yes 


Ford — Yes Ford 








Accessories displayed? 


‘On Lot 
Show Case—Counters 


Sales Floor 
Show Case 





What make motor analyzer? 
Wheel aligner? — 
Brake tester? 


Pressure system? 

Have you quick wash rack? Spray booth? 

Do youdo—- °° ©&=* - 
Bumping? 


“Ford None 
Bear ~ None 
Weaver | ~ None 

~ Aro Chek-Chart Aro Chek-Chart 


~ Yes ne 


Yes 


Yes 


~ On Tat 
Show Case—Counters 
psisiiag None _ 
"Weaver 
Weaver 
Aro Chek-Chart 


No — Yes ~ 


On Lot 
Show Case—Counter 


None 
Weaver 
Weaver 

Aro Chek-Chart 


~ Yes Yes" cate 


Yes Yes 





~~ Painting? 
~~ Test lamps? 

~~ Clean plugs? 

“Wreck work? _ 

Road service? 

Do you service all makes cars? 


What per cent other than makes you sell? —- 


Operate branches—how many? 
What make trucks sold? 


Where do you buy replacement parts? 
How many gas pumps? Regular? 
Approximate service jobs per month? : 


Quick service? Major service? 


Make? 


Yes 
~ Yes 
Yes 

— 

oo 

— 


other than Ford 


Ford 


Ford Branch 
Yes Nationa 


Can you trace new car sales directly to quick 


service facilities? 


include the new glazed exterior | 
type of building construction | 
which not only provides a much | 
more attractive appearance and 
is far superior from the stand- 
point of illumination 
gives a new, clean atmosphere to 
the station at all times. 

The returns received to date on 


SERVICE 


and ‘Visible Lubrication’ 


withe CURTIS LIFT 


mene: 


$ | 


A Full Sized Lift For All Makes of Cars 
Self-Leveling, Oil-Locked 


Curtis Pneumatic Machinery Co., 1993 Kienlen Ave., St. Louis, Mo. 
New York City—Chicago—San Francisco 


CURTI 


Air Compressors—Car 
Washers—Rotating Lifts 
Tire Inflation Stands 


37.5 per cent sell two brands and 
the same percentage sell three 


brands. There is a growing ten- 
dency to handle the advertised 
brands of canned oil. In most 


but also! cases the oils sold in addition to 


the brand which comes with their 
gasoline franchise are Pennsyl- 
vania canned oil brands. 

Ninety-six per cent of the deal- 
ers reporting sell tires and make 
them an important item in their 
endeavor to find out if the cus- 
tomer is a new car prospect. 
Seven different brands of tires 
are reported, with many dealers 
handling more than one brand. 
Nor in these reports is there any 
indication that the dealer is in- 
fluenced in the make of tire han- 
dled by the brand that is standard 
on the car he sells. 


Batteries Handled 


Fifty-four per cent of the deal- 
ers report they handle two or 
more brands of batteries. It is 
interesting to note that many of 
the dealers who are handling two 
brands of batteries (one independ- 
ent brand in addition to the one 
standard in the car they sell) 
handle as the second battery a 
make that is recognized as a 
quality brand, showing that the 
dealers in this type of operation 
do not wish to take a chance on 
customer disapproval through 
featuring a purely price article. 

When the equipment in these 
quick service operations is ana- 
lyzed, it is found that in the 
main they are well supplied with 


those devices that go to eliminate | 
in giving satis-| 
The only! department the names of custom- 


the guesswork 
factory, speedy service. 
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SALES AND saril iliti Lubricating oil sales av 285 
y takes| cilities th lift- icating oil sales average 285 | ; ; ce : Bs 
SERVICE PLAN a Sek Gale e "i ift-equipped wells gallons per month, with some| majority use the standard type. | promoting this type of representa- 
’ | opening from the apron, with ean : While the average number Of /| tion are today sales-serviced, it is 
to get the an-/ quick wash facilities and the| @alers selling as high as 800) imps per dealer is 4.1, many| easy to visualize the t nd 
swers back from | , : | gallons, showing they are alive to | oe new eee | easy to visualize e tremendous 
a. dnae om) necessary equipment for motor the merchandising possibilities of | dealers report as high as six| market for equipment which this 
e dealers in-| analyzation, tune-up and other ; and eight pumps in operation at | constantly increasing transition in 


of dealer representation 
means to the service equipment 
manufacturers, and the new re- 
tail outlets it opens for those who 
have quick service items such as 
tires, batteries and other non- 
standard equipment accessories. 
Much work must be done, how- 
ever, by those parts and acces- 
sories manufacturers who are 
looking on this new field for 
either possible customers or out- 
Dealers 
entering this phase of merchan- 
dising must be shown, through 
advertising, not only why they 
should have a certain type of 
equipment in their station, but 
how to sell its use after they get 
it, preferably through actual ex- 
perience of other dealers. 


Education Needed 
Manufacturers looking to these 


| dealers as a source of increased 


retail outlets must not only keep 
everlastingly after them through 
the trade paper they read, telling 
them not only why they should 
sell their product but telling them 
how to make sales at a profit. 
One must keep in mind that the 
great majority of the dealers who 
are entering this new merchan- 
dising phase have had no previous 
experience in this type of opera- 
tion and that only the _ basic 
soundness of the method of oper- 


| ation is responsible for the prac- 


| tically universal success of the 

development in the comparatively 
| short time it has been in ex- 
| istence. 


this new quick-service set-up had| K, Afriea Buys 50% More 


a definite traceable 
increased car sales. 
comments are 


reaction in 
Some of the | 
worth recording. | 


U. S. Cars Than In °34 
Washington, Sept. 6.—The de- 


One dealer states his quick serv-| mand for motor vehicles in East 
ice facilities are “our best source| Africa has registered a notable 


for new car business”; another 
says, “a large percentage of our | 


increase in the current year, ac- 


cording to a report made public 


A breakdown of the reports received by ADN 
to date yields the following averages: 


Brands: One—25% 


. 66% 
42% 
83 % 
92% 


Motor Analyzer 
Brake tester 
Do painting 
Test lamps 





Gasoline sales per month average 
Lubricating oil per month average. . 
Two—37.5% 


EQUIPMENT 


10,556 gals. 
.... 285 gals. 
Three—37.5% 


Wheel aligner 92% 
Pressure grease ..100% 
Spray booth 63 % 
Plug cleaner 


Average gas pumps per dealer station 
Average service jobs per month 


Cars serviced other than make sold 


sales comes through our service | 
department”; a third says, “we 
have floor salesmen contact a 
customer who calls for service 
and also at the gasoline pumps.” 
A dealer in a very small southern 
town says the service “has ac- 
counted for possibly five or six 
sales in the past 10 months di- 
rectly.” Another in a large north- 
ern city says, “the service is con- 
stantly turning over to our sales 





today by the Commerce Depart- 
ment. Imports of passenger cars 
in the first six months, valued at 
approximately $500,000, were sub- 
stantially in excess of the 1934 
total which in turn had shown 
improvement over the preceding 
year. 

Dealers throughout the entire 
area, it is pointed out, report that 
they are enjoying the best busi- 
ness they have had for several 
years, 
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YOU STILL HAVE 3 DAYS 


October FARM JOURNAL goes to press Thursday 
morning, September 12th, delivered in rural mail 
boxes Monday, September 16th—four days later. 


Get complete plates to Chicago publication office by 
Tuesday night.* Your message will be delivered to 
1,100,000 dirt farmers from Maine to California the 
first of the following week! 


Farmers are leading the nation’s buying in 1935. 


Therefore employ these three facts: 


FARM JOURNAL enables you to reach nearly ¥3 of 


America’s true farmers. 
FARM JOURNAL circulation is strictly rural. 


FARM JOURNAL now delivers your message nation- 
ally 6 days after closing. 


Aah autor 


. PUBLISHER 
*By special arrangement 


complete plates may be 


accepted upto W ednesday 
Morning. Detroit Adver- 
tisers call Madison 7893. 


WASHINGTON SQUARE PHILADELPHIA, PENNA. 


NEW YORK DETROIT CHICAGO 
420 Lexington Ave. General Motors Building 180 No. Michigan Ave. 
Pacific Coast Representatives: W. F. Coleman 
Seattle San Francisco Los Angeles 
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Says Road Construction is W 


© 


Professor Strikes Hard | 
At Fuel Tax Diversion 


Washington, Sept. 6—With 80] occupation, agriculture, exceeds 
to 85 cents of every highway dol-| highway transportation as a pro- 
lar going to labor, directly and| vider of jobs, latest reports show- 
indirectly, highway construction | ing that “10 per cent of the gain- 
is providing the most effective in-| ful workers in all occupations 
dustrial activity in the nation’s}; earn their livelihood due to our 
climb to normal prosperity, it was| highway transportation and _ its 
asserted here this week by Prof. | allied industries.” 

S. S. Steinberg, head of the De- | Taxes Cause Groans 
partment of Civil Engineering, | Prof. Steinberg struck hard at 
University of Maryland. the increasing diversion of gaso- 

New figures compiled by federal | line taxes and motor vehicle fees 
and independent statisticians, he|to purposes other than highway 
pointed out, show that only one | use, declaring that this trend 


; more 


CAN YOU LIVE ON 
A PERCENTAGE? 


N selecting their brands of merchandise, 

many retailers lose sight of the fact that a 
percentage of discount is not a profit. It is only 
a mark on a piece of paper until the mer- 
chandise moves off the shelf. 


This is especially true of storage batteries, 
because a battery—even one as carefully 
designed and finely built as a Willard—will 
deteriorate while standing idle on the shelf. 
Naturally, a battery of inferior quality that 
moves slowly because it lacks public confi- 
dence must offer glittering discounts to make 
up for the losses caused by shelf-aging. 


Willard dealers net more profit and enjoy a 
faster turnover because more car owners buy 
Willard Batteries than any other make. 


Why not wire or write for the details of the 
Willard Proposition? 


WILLARD STORAGE BATTERY CO. 


CLEVELAND, OHIO 


affect 
Official 
disclosing 


“threatens to 
highway development.” 
figures were quoted 
that the various states diverted 
than $124,000,000 of these 
revenues to uses other than high- 
ways last year, this exclusive of 
the funds so diverted by counties 
and other local governments. 
“The theory upon which the 
gasoline tax is based is sound and 
practical,” said Prof. Steinberg. 
“The reason the gasoline enters 
the calculation is that it is easier 
to measure a motorist’s use of the 
highways by the gasoline con- 
sumed than it is to measure his 
mileage. It is essentially a toll 
for road use that is collected at 
the gasoline station. 


seriously 


; ness 
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ay to Prosperity 


“When the gasoline tax was 
first imposed the highway users 
were promised that the revenue 
would be used for their benefit in 
highway improvement. 
roads mean lower vehicle operat- 
ing costs, the motorists appreci- 
ated the fairness of the _ tax. 
Motorists now contend that di- 
version of the revenues from 
these special taxes to general 
purposes that should be borne 
equally by all citizens is unfair to 
highway users as a group.” 

Prof. Steinberg described high- 
way transportation as the most 
far-reaching development of the 


20th century, in its contributions | 


to our national and 


reviewed 


life, 
industrial 


briefly 


way _ transportation equipment 
manufacturing, materials produc- 


tion, gasoline, oil and accessories, | 50M | . : 
| diction it has neglected since 1919. 


insurance, garages, 
struction, etc. 
Industry in Itself 


“With more than 25,000,000 mo- 
tor vehicles on our highways, suf- 
ficient to transport our entire 
population at one time, the busi- 
of highway transportation 
becomes one of the largest in the 
country,” said Prof. Steinberg. 

He reported that during 1934 
expenditures for new cars and 
trucks, gasoline, oil and repair 
service, and for highway taxes 
totalled $8,000,000,000, of which 
$1,250,000,000 was collected’ in 
gasoline taxes and motor vehicle 
fees. 

Highways carried 87 per cent of 
all passenger miles of transporta- 
tion last year, exclusive of water- 
way travel, Prof. Steinberg said, 
and he described present highway 


highway con- 


facilities as inadequate to accom- | 
a : | lating the number of hours truck- 


| ers may be on duty, and this year 
than | 


modate this 
traffic. 
“Of our total of more 


3,000,000 miles of rural highways, 


steadily mounting 


only 5 per cent is hard surfaced | 


and but 30 per cent has received 
any kind of improvement,” he 
said. “The remaining 70 per cent 
represents more than _ 2,000,000 
miles of highways which 
wholly unimproved. In 
we have about 260,000 
city streets, much of 


addition 
miles of 
which is 


urgently in need of improvement.” | 
the | 


The nation is far 
saturation point in 
highways, declared 
berg. He stressed 
completing the trunk highway 
system of the states, and for 
building a tremendous mileage of 
secondary light traffic roads, or 
farm-to-market roads. 

Dirt Roads a Barrier 


“More than 2,500,000 farms, 


from 
improved 
Prof. Stein- 
the need 


or 


42 per cent of all farms, are lo- | 


cated on unimproved dirt roads, 
roads that act as barriers between 
the farm and the market place,” 
Prof. Steinberg said. “There are 
more than 5,000,000 motor vehicles 
on farms, and farmers own 25 
per cent of all our trucks.” 


As better | 


and business | 
enterprises dependent upon high- | , : ; 
| bus transportation is cited by the 





are | 


for | 


Neb. Moves To 


Regulate Intra- 
State Truckage 


Lincoln, Neb., Sept. 6.—Regula- 
tion of intrastate truck transpor- 
tation by the Nebraska railway 
commission got underway when 
the commission ordered truck 
carriers to show cause Sept. 25 
why it should not draft rules and 
regulations in exercise of its con- 
stitutional authority over them as 
common carriers. The recent 
Federal act giving the interstate 
commerce commission authority 
to regulate intrastate truck and 


Nebraska commission as one rea- 
son impelling it to assume a juris- 


No attempt has been made to 


| regulate truck traffic by the com- 


mission because of lack of inter- 
state regulation and also because 
of lack of funds to properly po- 
lice the carriers. 

The commission indicates that 
it will require truck carriers to 
obtain certificates of convenience 
and necessity before they will be 
allowed to operate in the future. 
Other proposed regulations in- 
clude permits to contract carriers; 
licenses to motor transportation 
brokers; rules and _ regula- 
tions covering bonds for liability, 
freight charges, bills of ladings, 
qualifications and maximum hours 
of service for employes, safety 
regulations and accounting. 

A law was passed in 1933 regu- 


the Nebraska attorney general 
issued a warning that provisions 
of the statute were to be more 
strictly enforced. 


Florida May 
Accept Chain 
Store Taxes 


Tallahassee, Fla., Sept. 6.—The 
Florida Supreme Court has ruled 
that State Comptroller Lee has 
authority to accept payment of 
chain store license fees under pro- 
test, the money to be deposited 


| with the state treasurer and held 
|in trust pending a final decision 


as to the constitutionality of the 
1935 chain store tax act. 

It will be recalled that Carey D. 
Landis, attorney-general, recently 
held that the comptroller, at that 
time, could not accept payment 
under protest and hold the money 


| pending a court decision. 


THE VALUE OF 


ee 


IT INSURES GREATER ECONOMY 


Manufacturers, distributors and dealers who adopt the new method of 
selling cars through Neighborhood Quick Service Stations will find real 
economy in the building of ten or more uniform stations at a time... 
simply because standard construction costs less. Ask Austin. 


THE 


AUSTIN COMPANY 


Engineers and Builders—16112 Euclid Ave., Cleveland, O, 
Officesin Principal Cities — Detroit, Michigan, 2842 West Grand Boulevard, 








Into the 
THIRD MILLION 


PRECEDED by twenty-one million 
other Ford units, production on the 
eight-cylinder Ford recently passed 
the two million mark. 

So thoroughly perfected was the 
Ford V-8 engine when introduced 
that Number 2,000,001 discloses no 
basic changes in design. 

The first Ford V-8 pioneered new 
ideas in engine building—the one- 
piece casting of cylinders and crank- 
case with water-jacketed crankcase 
walls—side-by-side mounting of two 
connecting-rods on a single floating 
bearing with double bearing area— 
a direct-driven ignition unit which 
combines the ignition coil with the 
distributor. 

These and such other features as 
‘*precision-set”’ valves with enlarged 
stem-end area, exhaust valve seat 
inserts, and the Ford pressure oil- 


ing system, have contributed to the 


F oR D 


MorTroR 


ability of the V-8 engine to main- 
tain its high operating efficiency 
over long periods. 

Continually subjecting the sound 
basic design to intensive Ford re- 
search has resulted in additional im- 
provements which add materially to 
the long engine life. These include 
the cast alloy-steel crankshaft, a new 
alloy for push rods, a cast camshaft 
and new bearing compositions. Meth- 
ods were developed which make it 
practical to secure production cylin- 
der wall surfaces with an unusually 
high polish. This together with finer 
finishes and still closer tolerances on 
other engine parts has increased en- 
gine efficiency and lessened engine 
wear. 

Ford fundamental design, plus 
these continual improvements, has 
resulted in values which are creating 


a growing preference for the Ford V-8. 


CoMPANY 


re 
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Finance Survey Analyzes 1934 Used Car Sales 


— 


More “29's”? Sold in 1934 


Than of Any Other Model) 


Chicago, Sept. 6.—Taking the 
NADA used car sales survey for 
1934 as a basis, Milan V. Ayres, 
analyst and secretary of the Na- 
tional Assn, of Sales Finance Co.’s 
presents in the current issue of 
the NASFC News an interesting 
breakdown showing the percent- 
age of used cars sold as against 
the total sales of those cars in the 
same years when new. 


The figures used by Ayres in-| 


clude both passenger cars and 
commercial cars of not more than 
three-quarter ton capacity. 

More “29's” 

“Among the outstanding results 
is the fact that many more 1929 
cars were sold in 1934 than those 
produced in any other year,” he 


—-WE CAN 


Before the development of Individual 
Wheel Suspension, 300 miles was a 
good day’s journey. Those who drove 
much more than that were usually 
fatigued at the end of their trip. 
Now people can drive as far in one 
day as they used to drive in two. 
Individually sprung wheels absorb 


the jars and jolts and 
remove the “roughness” 
of high-speed driving. 
It can truly be said 
that Individual Wheel 
Suspension is one of the 
greatest improvements 
ever made in automobile 


| year than in any other. 


notes. “This does not necessarily | 


however, that 
ears five years old are sold 
greater volume than used 
of any other age. 


mean, 
in 
cars 


iar with automobile history that 
the reason for the preponderance 
of 1924 cars in these figures is 
the fact that more cars were 
actually built and sold in that 

Two diagrams are reproduced, 
one showing that the used car 
sales by yearly models last year 
were distributed as follows: 1928, 
14.72 per cent; 1929, 26.22 per cent; 
1930, 18.41 per cent; 1931, 16.32 per 
cent; 1932, 12.09 per cent; 1933, 
11.03 per cent, and 1934, 1.21 per 
cent. 

Another analysis gives the per 


MAKE IT 


normally | 





cent of each year’s new cars re- 
sold 


as used cars in 1934, the 
percentages being 1928, 5.07; 1929, 
1930, 8.36; 1931, 10.18; 1932, 
1933, 8.45, and 1934, .71 per 


10a; 
12.67; 


cent. 


“It is probable that the figures | 


in the second diagram represent 


about what may normally be ex- | 
| pected,” concludes Ayres. 
“It will occur to anyone famil- | 


“That 
is to say, of the cars produced in 


any year, about .7 per cent will be | 
Same | 
per cent in the second | 
the | 


resold as used cars in the 
year; 8% 
year, and 122-3 per cent in 
third year, followed by decreases 


as indicated until only about 5 


per cent are sold in the seventh | 


year. 
All Available Data 
“There will always be sales of 
cars older than those covered by 
the diagram, but the available 
data give us no information on 
their numbers.” 


Discussing the new banking act, | 


IN A DAY!?’’ 


riding comfort. Delco-Lovejoy engi- 


neers have taken an active part in 
helping to solve the new problems of 
shock absorption incident to this new 
type of springing. The value of their 
assistance and the quality of Delco- 
Lovejoy shock absorbers which 
they designed for Individual Wheel 


Suspension, can both be 
measured by the enthu- 
siasm with which Indi- 
vidual Wheel Suspen- 
sion has been accepted 
by the motoring public. 
Delco Products Cor- 
poration, Dayton, Ohio. 


. . HYDRAULIC 


DELCO - LOVEJ OY stick aBsorBERS 


|} count with 





| other commercial 


| popular 


| through 
| Southwest states. 


| it will spend 


| cars 
chrome 
| mounted trumpet horns. 
Phillip Rozelle is in charge of | 
| the second caravan. 
| men-drivers 


Oklahoma and Texas. 





| Canada 
| bringing 
| and export shipments to well over 


the NASFC News interprets cer- 
tain provisions as favorable to- 
ward finance companies in per- 


mitting their paper to be eligible | 
for 


rediscount. 

“For several years this associa- 
tion conducted a campaign to 
have the notes of finance com- 
panies made eligible for redis- 
the Federal Reserve 
banks,” comments the publication. 
“Now, in the new Banking Act 
just enacted, there is a provision 
which apparently will render un- 
necessary the continuance of that 
campaign. 


Used As Collateral 


“While the act does not 
finance compay paper 
eligible for rediscount, it does pro- 


” 


make 


vide that any member bank may | 
borrow from its Reserve bank on | 
its own notes, secured to the sat- | 


isfaction of its Reserve bank. 


“What the new law amounts to | 


is that the notes of finance com- 
panies may be used as collateral 
to secure the notes of banks 
which wish to borrow from the 
Reserve banks. This would seem 


| to eliminate any excuse for banks | 
| to 


discriminate against finance 
company notes as compared with 
paper.” 


Auburn Starts 
2nd Caravan of 


White Models 


Auburn, Ind., Sept. 6.—The cara- 
van of white Auburn cars which 


has been visiting dealers and dis- 
| tributors in various Eastern cities 


in the last month has proved so 
that a_ second 
has been 

the Middle 


caravan 


The second caravan left here 
this week for Milwaukee where 
a week and from 
there will be sent to Minneapolis. 


| There are four cars in the group, | 
car, | 


a six-cylinder sedan lead 
equipped with sound system; a 
supercharged speedster; a super- 
charged phaeton sedan 
straight eight cabriolet. All the 
are finished in white with 
disc wheels and outside 


His sales- 
are: Francis Aber- 
Clair Farr 
The caravan plans to be 
on the road for at least 
months, and expects to visit 
cities in Wisconsin, Minnesota, 
Nebraska, Missouri, Arkansas, 


crombie, 
Trotter. 


directly | 


similar | 
started out | 
West and | 


and a/| 


and Calvin | 


six | 


‘Graham Says 
Business Will 
Be Good in 36 


Detroit, Sept. 6. 
motor car manufacturers could 
look forward confidently to a 
steadily increasing demand in 
| 1936, Robert C. Graham, execu- 
tive vice-president of Graham- 
Paige Motors Corp., returned re- 
cently from an extensive series 
of dealer meetings throughout the 
| western half of the United States. 

“Business conditions from the 
Mississippi westward are heal- 
thier than they have been in 
years,” Graham stated, “farmers 
|in Iowa, Kansas, and Nebraska 
report exceptional crops and 
ready markets, in the far West, 
| mining activities continue to show 
satisfactory progress, and on the 
entire Pacific Slope business is 
good and optimism prevails. 

“Substantial proof of the sus- 
tained demand in automotive lines 
is evidenced by the fact that 
orders from Graham distributors 
received at the factory increased 
16 per cent in August over July,” 
said Graham, “and distributors 
| in St. Louis, Dallas, Houston, San 
Antonio, Phoenix, Los Angeles, 
San Francisco, Portland, Seattle, 
Vancouver, Spokane, Salt Lake, 
Kansas City and Chicago where 
we held meetings informed me 
that retail order taking was con- 
tinuing briskly.” The 16 per cent 
increase in orders for August over 
July can be attributed largely to 
the recent improvements incor- 
porated in the entire line, Graham 
added. 

A sharp increase in export ship- 
ments for 1936 is also predicted by 
Graham who cited the fact that 
orders for Graham cars from 
foreign countries for August in- 
creased 23 per cent over July. 

“The steadily increasing foreign: 
| demand for cars of American 
manufacture is reflected in our 
own export shipment so far this 
year,” Graham said, pointing out 
that export shipments of Graham 
cars for the first 8 months of 1935 
| were 17 per cent more than for- 
eign requirements for the entire 
12 month period of 1934. 

“These cars went mainly to the 
Union of South Africa, where a 
boom is in progress, to Australia, 
Japan, and Mexico,” Graham de- 
clared, “and _ reflect improved 
world conditions rather than an 
| artificial stimulation due to 
threats of war.” 

Accompanying Graham on the 
western trip were his son, Robert 
C. Graham, jr., 21 years old, 
Lansing W. Thoms, director of 
districts, C. W. Briggs, director of 
dealer development, and W. V. 
DeGalen, director of service, 


Declaring that 





August Business Shatters 


Records for Dodge Trucks 


Detroit, Sept. 6.—-For the truck 
division of Dodge, August of this 
year will be noted as a red-letter 
month in which the company re- 
ceived the greatest number of 
commercial car and truck orders 
and shipped the greatest number 
of units. 

Orders received during the four- 
week period totaled over 11,000, 
running the gamut from *%-ton 
commercial delivery cars to heavy 
duty trucks. Of the orders re- 
ceived, 7,850 had been shipped at 
the close of Aug. 31, leaving a 
backlog of more than 3,150 un- 
filled orders, for delivery during 
the first half of September. 


| The record shipments of 7,850 | 
| Dodge commercial cars and 
|trucks were to domestic points, | 


additional units having gone to 


the total of 


9,100. 


According to J. D. Burke, di- 


|rector of Dodge truck sales, the 


new truck shipment record may 


and to dealers overseas | 
domestic | 


be due for an early eclipse. 
Among the factors contributing 
to that end are the recently com- 
pleted building and equipment 
additions to the Dodge truck 
plant through which greater out- 
put as well as increased shipping 
facilities are achieved. 

“Even the present accelerated 

rate at which trucks are being 
purchased, is making but small 
inroads on the potential replace- 
ment market represented by hun- 
dreds of thousands of trucks 
worn out within the past three or 
four years of conservative truck 
buying,” states Burke. 
“Another element favoring a 
further upswing in truck selling, 
Burke thinks, is the fact that 
automobile dealers throughout the 
country, becoming more and 
more convinced of the profit op- 
portunities of truck selling, pay 
more attention to cultivating the 
| commercial transportation market 
than has been the case in the 
past. 
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OLLIER’S circulation for the first six months of the 


year averaged 2,415,411 — the highest in Collier’s 


history — and the fifth consecutive 6-month increase. 
This is not a print order— not an estimate — not the 
count of a single issue. It is the net paid average as 


reported to the Audit Bureau of Circulations. 


Colliers 


Whe Kclive lirkel 
The Crowell Publishing Company - 250 Park Avenue, New York - Publishers: 


Collier’s -Woman’s Home Companion - The American Magazine -The Country Home 
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Chicago Registrations Hit Highest Mark Since 1929 
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o- 


August Sales Reach 7 210 
Compared With 6, 530i in ’°34. 


Chicago, Sept. 6. August n new 
car registrations in Cook County 
reached the highest total for that 
month since the boom year of} 
1929, according to the R. L. Polk 
& Co. figures released today. In-| 
cidentally, it was the _ second) 
month in a row to make such a| 
record. 

Registrations totaled 7,210 new 
cars as compared with 6,530 for 
the same month a year ago. As| 
had been anticipated, August fell 
below July, when 9,896 units were 
registered. 

All makes except seven showed 
gains over August, 1934, while all | 
except two were behind July. 

Well in the lead was Ford with 
2,000 as against 3,036 for July and | 
1,782 for August, 1934. Chevrolet | 


| with 705, 
Pontiac with 454, Buick with 202, 


| 118, 


held second with 1,327 as com- 
pared with 1,545 for the previous 
month and 1,429 for the same 
month last year. Plymouth in 
third place registered 884 to 1,213 
for July and 1,005 for August of 
last year. 

Following in order came Dodge 
Oldsmobile with 533, 


Packard with 194, Nash-LaFay- 
ette with 191, Hudson-Terraplane 
with 145, Chrysler with 132, 
Studebaker with 128, De Soto with 
Cadillac -LaSalle with 84, 
Graham with 51, Auburn with 26, 
Hupmobile with 15, Reo with 7, 


| Lincoln with 6, Pierce-Arrow and 


Willys with 4. 
The biggest increases on a per- 
centage basis were Dodge with 


705 in August to 443 a year ago, 
Packard with 194 to 78, Nash- 
LaFayette with 191 to 117, Cadil- 
lac-LaSalle with 84 to 51, Graham 
with 51 to 27 and Auburn with 
26 to 15. 


Eastern Railroad Buys 
Evans Auto-Rail Buses 


Detroit, Sept. 6—Evans Prod- 
ucts Co. announces that an un- 
named eastern railroad has ap- 
proved purchase, subject to ar- 
rangement of financing, of 10 
buses equipped with the com- 
pany’s auto-railer device which 
permits operation either on high- 
ways or railroad tracks. 

The buses will cost approxi- 
mately $5,500 each. 

The Pennsylvania Railroad has 
also purchased a truck equipped 
with the auto-railer device, for 
experimental purposes, delivery to 
be made in about two weeks. 





MILWAUKEE DEALER QUICKLY 
DOUBLES SERVICE BUSINESS 


WITH ALEMITE 


EQUIPMENT AND 
MERCHANDISING 


PLAN 


@ King-Braeger does a booming lubrication business with this Alemite Unit 
System that consists of 200-16. capacity chassis and gear lubricant tanks; the 
former, with high-pressure booster; the latter, with gear lubricant meter. 


Chevrolet Owners Drive From All Over the City 
For King-Braeger’s Alemite Service 


Average Labor Sale of $3 
per Car Increased 
to $7.83 


Parts Sales Jump 


James King and Oscar Braeger 
are two successful automobile deal- 
ers who have made a mighty good 
thing of their lubrication depart- 
ment. In April they put in an 
Alemite Unit System... began to 
push Alemite “Prescribed Lubri- 
cation” and “5000 Mile Service” 

. by June they doubled their 
lubrication business and had 2000 
prospects in their follow-up files. 
And now customers drive out of 
their way to have Oris J. Hylton, 
King-Braeger’s lubrication expert, 
see that their cars are properly 
lubricated with Alemite Temprite 
Specialized Lubricants, 


Smart car dealers everywhere 
are making Alemite the key to new 
car business. They're cashing-in on 
Alemite Lubrication Service by 
developing repeat lubrication cus- 
tomers and selling them automo- 
mobiles when they’re in the mar- 
ket. No other dealer has a chance 
to cut them out, because car own- 
ers immediately see the advantages 
of Alemite Lubrication and keep 
coming back to their Alemite 
dealers. 


What’s more, the popular, na- 
tion-wide Alemite radio program, 
the widespread Alemite magazine 
and newspaper advertising, and 
Alemite’s sure-fire merchandising 
promotions, bring in motorists 
where they see Alemite signs. 

Why not send in the coupon and 
find out how you, too, can cash-in 
on Alemite? Of course, you’re not 
obligated in any way. 


Notice how King-Braeger makes effec- 

tive use of Alemite identification signs 

at the entrance of their successful 
lubrication department, 


ALEMITE CORPORATION (Division of Stewart-Warner Corporation) 
1878 DIVERSEY PARKWAY 


Stewart-Warner-Alemite Corporation of Canada, Ltd., 


PUA HY Bee 


SPECIALIZED LUBRICANTS 


Tele 
LUBRICATION EQUIPM 


ALEMITE CORPORATION, Dept. I 
(Division of Stewart-Warner Corporation) 
1878 Diversey Parkway, Chicago, Illinois 
Please send me, without obligation on my part, complete 
information about Alemite ¥ 

cants and Lubrication Equipment, 


— fA 
oe 


Tune In the Alemite 
Broadcast! 
Featuring Horace Heidt and 
his Alemite Brigadiers. CBS 
Coast-to-Coast Network. 
One-half hour every Thurs- 
jay, 9:00 P.M. E.S.T.; 
8:00 C. S. T.; 7:00 
M. T.; 6:00 
P. FT. 


Name 


3 ry T Address 


City 


CHICAGO, ILLINOIS 


Belleville, Ontario, Canada 


‘emprite Specialized 'Lubri- 


State 


New Hendix Bruke Bevice 
| Weighs Stopping Pressure 


South Bend, Ind., Sept. 6—A 
new product, the Brake Press-O- 
Meter, has been announced by the 
Bendix Products Corp. The de- 
vice is already in production and 
distribution. 

“We believe that the Brake 
Press-O-Meter, which automati- 
cally weighs the brake pressure 
necessary to stop a vehicle, will 
become popular because of its 
adaptability to different condi- 
tions,” states F. B. Willis, vice- 
president in charge of sales of the 
Bendix Products Corp. “The in- 
strument may be used either in 
conjunction with a brake testing 
machine or it may be used when 
the automobile is actually run- 
ning on the highway. 

“The amount of physical force 
required to stop a vehicle is 
valuable information and we be- 
lieve that service stations and 
safety inspection lanes will find 


Dealers Lose As 
Price War Rages 
On Montreal Gas 


Montreal, Sept. 6.—While there 
has been no change in the retail 
cost of gasoline during recent 
weeks, the price war which broke 
out between the older-established 
distributing firms and a new in- 
dependent company which en- 
tered the field in June is still in 
full swing and, from present in- 
dications, local motorists will be 
able to obtain low-priced motor 
fuel for some months to come. 

The price of one_ gasoline, 
rated by the government as a 
grade three product, has re- 
mained steady at 18% cents per 
gallon, including tax, for over a 
month while competing stations 
of the major oil companies have 
been retailing a white gasoline 
rated as grade two, at 17 cents 
per gallon, including tax, since 
late July. The standard grades 
of gasoline which were on 
before the price war broke out 
are selling at 23 and 25 cents per 
gallon, both prices tax inclusive, 
the former being rated as a grade 
two product and the latter as 
grade one, or ethyl, gasoline. 
These figures are four cents less 
than the prices prevailing before 
the beginning of the price war. 

While the major oil companies 
have not stated what effect the 
“war” is having on their Mon- 
treal earnings, most garage and 
service station operators admit 
that they have experienced the 
poorest summer season’s business 
in years. Tens of thousands of 
gallons of 17-cent and 18%-cent 
gasoline are being consumed by 
local motorists daily and this has 
affected the sales of the ordinary 
grades of motor fuel severely, 
with resultant lowering of the 
profits of service station and ga- 
rage proprietors. 

Montreal motorists have found 
that cheap gasoline has reduced 
the operating costs of their auto- 
mobiles to the lowest figure in 





years, but, at the same time, the 
high taxes levied by the Provin- 
cial government have been 
brought forcibly to their notice. 
Before the price war between 20 
and 23 cents of the “gasoline dol- 
lar” went to the government’s 
coffers, but persons purchasing 
gasoline at 17 or 18% cents per 
gallon now contribute taxes 
amounting to between 33 and 35 
cents out of each dollar. 


Mueller Retires 


Port Huron, Mich., Sept. 6—O. B. 
Mueller, president of the Mueller 
Brass Co., has announced he has de- 
cided to dissolve his interests in the 
company and retire from active 
business. He organized the com- 
pany 45 years ago and has been ac- 
tive ever since. 





sale | 





this device unusually useful. It 
is easy to install, gives clear, 
concise information and is en- 
tirely self contained.” 

The Press-O-Meter is actually 
a hydrostatic scales for measur- 
ing the exact weight required to 
stop a car, whether the car is 
equipped with mechanical, power 
or hydraulic brakes. The unit is 
composed of a pump and scales 
connected by a high pressure 
hose line. The pump is held in 
place on the brake pedal pad by 
two C-clamps which form a part 


ee en Lait | 


ee 


of the pump’s assembly. A pres- 
sure pad is arranged for applying 
direct pressure to the piston of 
the pump. Ample openings to 
permit the pump being mounted 
universally to different designs of 
pedal pads are incorporated. 

The hose line connecting the 
pump and scales head is of suf- 
ficient length to permit a second 
occupant of the car to carry the 
scales in hand and record the 
pressure readings made by the 
driver. A bracket is also fur- 
nished to permit the scale head 
being mounted on the steering 
column. There is a maximum 
hand provided on the scale’s face 
for catching peak pressure read- 
ings. 


Motor Levies Bring In 
Third of Quebec Revenue 

Montreal, Sept. 6.— Following 
the announcement made by Hon. 
R. F. Stockwell, Provincial Treas- 
urer, of the revenues and expendi- 
tures of the Province of Quebec 
for the year 1934-1935, a detailed 
statement was given here. The 
statement contains figures cover- 
ing revenues of the various de- 
partments and the expenditures 
incurred. 

The motor vehicle law and gas- 
oline tax alone brought in over 
$10,000,000, nearly one-third of 
the total amount collected by the 
province. In the case of the mo- 
tor vehicle law the revenues 
reached $5,506,096, and the gaso- 
line tax $5,506,519. This means 
an increase of a few hundred 
thousand dollars over the preced- 
ing period, when from the first 
source the revenue reached $5,- 
204,992, and in the second case 
$5,182,082. 
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Ready to buy 


and easy to reach 


That’s the automobile buying market to put on your 
A-Plus schedule « «x «x 


Every automobile salesman knows that a great majority 
of the people who come into his salesroom have already 
made up their minds what they want. In many cases, 


advertising has helped speed up the process. 


How to make advertising reach and sell more and 
more of these prospects is the job every automobile 
advertising manager has laid out for him. So far as 
New York is concerned, the answer is simple: Put 
The New York Times on an A-Plus schedule —as 
many shrewd automotive executives have done for 


years— because it reaches more immediate prospects 


than any other newspaper. That is to say, if you believe 
that executives (minor and major)... . professional 
men and women... salesmen ... housewives .. . 
buy motor cars. For they are the kind of people who 
read and have confidence in The New York Times 


. . . day in and day out, for the news of the day, the 


news of the world. 


It’s a good thing to use The Times... but still better 
to make it the head and front of your advertising effort 


in this big, rich New York market—to put it on your 
~ Pp y 


A-Plus schedule. 


She New York Gimes 


Advertising ‘Representatives 


JOHN B. WOODWARD, INC. 


New Center Building 
DETROIT 
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Seeks Used Car Control by Series of State Laws 
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Taylor Plan Would Escape 


Supreme Court NRA Ruling 


(Continued from Page 1) 


ance for such goods, based upon 
what the public is willing to pay, 
which would be fair both to the 
buyer and the seller, and any | 
allowance above or beyond, either | 
direct or by subterfuge, would 
constitute an infraction of the 
state law. After reasonable warn- | 
ing and a fair chance to correct | 
his mistakes, the merchant mak- 
ing such over allowances or in- 
dulging in any subterfuge, would 
have his license to operate re- 
voked by the Secretary of the} 
State. 

Taylor points out that over) 
allowance for used merchandise | 
constitutes an actual reduction in | 
the price of the new merchandise 
with the result that while the 
price of new merchandise ap- 
parently is being maintained in| 
many cases, it actually is being} 
sold below cost with detriment 
to the remainder of the trade. 
By controlling over allowances, 
he points out, all merchants would 
be placed on an equal competitive | 
basis in the sale of new mer- 
chandise. 


Market Broadened 


On this basis, in many cases, 
manufacturers’ discounts could be 
reduced, the selling prices of new 
merchandise kept at the lowest 
possible figure and the potential 
market for new merchandise 
would thereby be broadened, he 
claimed. In addition the lower 
allowances on _ used _ products 
would permit resale at more 
equitable prices with the result 
that purchasers of used mer- 
chandise also would be required 
to pay less and the turnover of 
used merchandise would be stim- 
ulated. 

A further market stimulant is 
seen by Taylor in that under the 
new conditions established in the | 
trade by this law, finance com- 
panies would be enabled to elim- 
inate the present rebate to the| 
dealer and carrying charges could | 
be materially reduced. He claims, 
also that this would tend to 
equalize the competition by banks 
which have recently entered the | 
sales financing field by permit-| 
ting the finance companies to use! 





bank rates through the elimina- 
tion of the dealer rebate. This 
material reduction in financing 
charges, he declares, would also 
broaden the market for both new 


|and used merchandise. 


Fixed by Buyer 
Just how the allowance maxi- 
mum for used merchandise shall 
be determined would be left to 
the discretion of the individual 
this measure is 


bill. Actually, 


| purely permissive in that it does 
|not force any group of retailers 


to come under its terms but any 
group may elect to come under 
its terms and after so doing the 


State would lend its authority to| 


rulings 
mittees of such groups, through a 
yearly license issued by the Sec- 
retary of the State which would 
be revokable by him for sufficient 
cause. 

In the case of the used 
Taylor suggests that the NADA 
Official Guide, Independent Ap- 
praisal Co. books, local appraisal 
bureaus set up by counties or 
groups of counties, or any other 
methods desired by the group 
electing to come under the law 
may be used. In any event the 
allowance value would be fixed 
by the buyer rather than the 
seller, to avoid charges of price 
fixing. 

In addition the law would also 
provide for a system of liquidated 
damages, to which each member 
of the trade would subscribe, and 
similar in operation to the liqui- 
dated damages clause of the Mo- 
tor Vehicle Retailing Trade Code 
of the NRA. 


Taylor Gives Reasons 

Taylor’s reasons for suggesting 
a State law rather than a Federal 
act are set forth in the following 
brief: 

“The National Government enacted 
in the NRA and the Motor Vehicle 
Retailing code what was thought to 
be and which was for a time 
solution to the automobile 
problem—that of used car price con- 


| trol—only to find out that the Na- 


tional Government could not cross 
State lines. 
“This eliminates National Govern- 
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made by the code com-| 


car, | 


the | 
dealers | 


; not 


} 


| trade groups under the proposed | 


| 
| 
| 


| over dealers on 
| —his 


| of automobiles, merely insofar as the 


| cities, 


| ment legislation and also forbids | 
| intrastate rulings by the Federal | 
Trade Commission. 

“The if all manu- | 
facturer’s would agree to exercise 
the cancellation clauses in their 
dealers agreements, could accomplish 
the desired result BUT—the mo- 

dealer should be cancelled 
could immediately reorganize 
and under assumed name be a party 
to a dealers’ agreement with another 
manufacturer, thereby defeating the 
purpose completely. 

“This would be practically elimin- 
ated under the State legislative act 
because the violater of the act would 
be eligible new license. 

“An educational program sug- | 
gested by different people would be 
worthless as the problem is not one 
of education but one of character | 
and of human beings. 

“Dealer 


manufacturers, 


ment a 
out he 


to a 


as 


agreements with each 
other, or dealer association agree- | 
ments even though backed by sub- 
stantial deposits or by bonds, will 
not suffice—the State anti-trust law 
might possibly be invoked. This 


| act repeals any prior act inconsistent | 
act. | 
| 


with this 

“The 
present 
mobile outlets, 


at 
auto- 


companies, who 

many retail 
have been suggested 
the method of control for used 
car valuations. But—there are some 
dealers who would not come under 
the finance company control, which 
eliminates this possibility. 

“These facts indicate that 
only positive method of used 
price control must be enhanced 
State legislative act.” 

In giving his reasons for any law 
of this kind whatever, Taylor says: | 

“The retailing of automobiles over | 
a long period has resulted in stag- 
gering loss to the retail dealer body. 

“This loss must be stemmed both 
to save the retail dealer body and} 
to permit the increase in new car 
sales an easy flow. 

“It is a recognized fact that ‘com- 
petition’ refers to sales. In the 
last few years competition has forced 
dealers, not only to compete with 
each other in the sale of new cars, 
but to also compete with each other 
simultaneously in the prices to be 
allowed on used cars of no determin- 
able value. 

“This is unfair competition, and 
some dealer invariably makes a dis- 
astrous over allowance on almost} 
every deal. 

“The automobile manufacturer who 
sells his merchandises for cash is| 
limited by his retail sales organiza- | 
tion, and its ability to buy his 
products. 


finance 
control 


as 


the 
car 
by 





“The automobile manufacturer can- | 
not be expected to exercise control 
used car allowances 
competition too great to| 
permit it. 

“The automobile manufacturer 
should be interested in the retailing 


is 


sale and distribution and service of | 
his products is concerned and should 
not be obliged to shoulder the worry 
of retail sales. 

“There is no feature objectionable 
to any manufacturer in this act. If 
any such feature should develop it 
could be changed or eliminated. 

“This would include delivery | 
cars and trucks of all capa- 


” 


act 
motor 


“From the legislative standpoint,” 
says Taylor, “there is no delegation 
of authority.” 








“Tt is not a parallel to the NRA 


| or State Recovery Act which in each 


| case 


| ment 





labor provisions. It 
the State govern- 
business. 

legislation, inas- 
much any retail trade which ac- 
cepts merchandise in lieu of cash 
may elect to be governed by it. The 
Secretary of State having already 
issued the license required by the act 
to the automobile dealers is already 
prepared to co-operate to the extent 
of revocation of dealers licenses.” 

If this proposed law can be en- 
acted in all or even a large percent- 
age of the states, Taylor believes it 
will result in: “The profit now 
flowing to sharp used car dealers 
who buy only the cream of the 
stocks of the new car dealers, leav- 
ing the older and poorer cars in the 
new car dealers stock, would revert 
to the new car dealers. 

“It would not be necessary for the 
new car dealer to ‘wholesale’ his used 
cars. 

“The retail dealer could prosecute 
the sales of new cars without re- 
straint, 

“The retail dealer could direct his 
sales force in the sale of new cars 
without thought of the bug-a-boo of 
what his investment in the used car 
would be. 

“The financial position of the re- 


embodied 
not permit 
to control 
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“ 


as 
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F. O. B. Saturday 


This isn’t standard equipment. 


Night 


It’s one of a fleet of cars built for 


Briggs Mfg. Co. salesmen to carry samples of the new plumbing line. 
Fords and Plymouths are used. Don E. Smith, left, sales director of 
the plumbing division, is demonstrating the car to John A, Callahan, 


general manager 


tail dealer body would immediately 


| start to improve and eventually place 
| it upon a firm basis. 


“The general public would pay the 
just and merited profit to the re- 
tailer and end the demand of the 
retailer for more discount on prod- 
ucts purchased from the manufac- 
turer for the purpose of passing the 
profit on to the consumer in the 
way of larger and unwarranted used 
car allowances. 


“The manufacturers discounts 
could be reduced, the selling prices 
of new merchandise kept at the 
lowest possible figure, thereby 
greatly increasing the new car po- 
tential. 

“The public would be extended a 
brand of service that has not been 
possible in many years. 


“The worst feature of installment 
sales could be eliminated, the reason 
why many new car sales are never 
made, the finance company rebate to 
the retail dealer. The carrying 
charges would be materially reduced. 
This would still further tend to in- 
the new car potential and 
greatly increase the used car poten- 
tial. 

“It would tend to even the compe- 
tition by banks which has recently 
entered the car financing field, by 
permitting finance companies to use 


| bank rates, by elimination of dealer 


the 


rebate, and materially reduce 
cost of financing to the public. 

“It would permit every dealer to 
build an adequate sales force by per- 
mitting every deal to bear a sales 
commission,” 





Broken Bronco 


Break for Dealer 


Mobridge, S. D., Sept. 6.— 
Those who think the auto- 
mobile business is a cut- 
and-dried affair can think 
this over: 


Alfred Davidson, of the 
Davidson & Dahlman Chev- 
rolet Co., here, sold a used 
car to an Indian, allowing 
him $115 for a bronco on 
the trade-in. 


The bronco was taken to 
Davidson’s farm, where his 
sister-in-law, Alice Nesbitt, 
took a liking to the animal. 
She found him bright and 
quick to learn, so she taught 
him a number of. tricks. 
Pretty soon he learned to 
dance on his hind legs, 
stand on a barrel, bow, 
waltz and cake-walk. 





In his trainer’s estima- 
tion, the bronco has become 
so proficient that, as a cir- 
cus horse, he could be sold 
for about $2,500. 


All of which goes to show 
that you can’t overlook a 
bet. 


Bell and Light in Car 


Warn Driver of Danger 


Detroit, Sept. 6—A new safe- 
guard to warn drivers approach- 
ing dangerous zones is_ being 
tested in Baltimore, according to 
W. A. Hilman, service manager of 
the De Soto Motor Corp. 

“It consists of an amber lamp 
and a vibrating bell mounted on 
the instrument board of a car,” 
Hilman explained. “Attached to 
the right front fender of the car 
is a detector unit which is con- 
nected with the unit on the in- 
strument board. Pieces of mag- 
netized steel are sunk into the 
highways at adequate distances 
from railroad crossings, arterial 
intersections, bad curves, and 
other spots which records have 
proven are dangerous for the 
driver who is not on the alert. 

“As a car passes over the mag- 
nets the detector unit on the 
fender is actuated, the lamp on 
the dashboard lights and the bell 
rings its warning. The mechan- 
ism is designed so that the lamp 


remains lighted and the bell con- 
tinues to ring until the driver 
slows down his car by applying 
the brakes. 

“The inventor of the device 
claims that the apparatus will 
function under all conditions of 
snow and ice, and is considered 
especially valuable when the driv- 
er’s vision is obscured by snow, 
fog or rain. 

“While tests have proven that 
the signal can work, it is unlikely 
that it will be of much help to us 
this Fall or Winter. The plan- 
ning and proving necessary to put 
such a device into common use 
make it a little far-fetched at the 
present time. 

“It is my suggestion, therefore,” 
Hilman concluded, “that we each 
be safety device inventors by per- 
fecting a little lighter foot for the 
accelerator and a method of driv- 
ing that makes it necessary to 
use the brakes, not the horn, in 
traffic.” 





New Reich ‘Autostrasses’ 


AUTOMOTIVE DAILY NEWS, SATURDAY, SEPTEMBER 7, 1935 


Automobile Business Gains in England, Germany 
New Tariff Schedules 


Bring Car Sales Boost 


Detroit, Sept. 6—A remarkable 
return of prosperity to England 
and Germany coupled with a de- 
cided improvement in the auto- 
mobile business in both countries 
is reported by H. J. Woodall, 


president of Woodall Industries, | 
| seems to be selling quite a few of 


Inc., of this city who returned last 
Friday from an automobile tour 
of the Continent. 

Contrasting conditions as they 
appeared two years ago, when he 
last visited Europe, and as they 

a ; are today, 
Woodall, whose 
firm supplies 
most of the 
American and 
European auto- 
mobile makers 


with interior) 
said that} 


trim, 
resigned hope 

of recovery has 

" been 

» by the 

H. J. Woodall fact in almost 
every country he visited. 

Building Boom 

“England has achieved the 
most basic prosperity it has en- 
joyed since the War,” he declared. 
“This recovery is founded on a 
tremendous building boom such as 
the country has not seen for 
decades. Some 300,000 buildings 
are being erected and the effects 
of this prosperity and increased 
employment are naturally re- 
flected in the sale of British 
motor cars. 

“While Morris, Austin and 
Standard still lead the field over 
there, so far as volume is con- 
cerned, Ford in its Dagenham 
operation, and General Motors, 
with its Vauxhall, are also shar- 
ing in the harvest. The number 
of cars built in England to date 
this year already surpasses the 
total for the entire year of 1934. 

“Increased car sales always fol- 
low in the wake of a progressive 
good roads program; the car- 
makers of Germany and Italy 
are enjoying the effects of such 
programs. In Germany particu- 
larly the government has taken 
steps to establish ‘autostrasses’ 
which are the last word in road 
development and which are far 
ahead of most of our highways in 
this country. 

“IT drove over one of these ‘au- 
tostrasses’ between Cologne 
Bonn. It was 75 feet wide 
four traffic lanes and not a single 
crossover between the two cities 
and straight as an arrow. All 
cross traffic has been 
under the highway which is ele- 


fensive program and was built as 
an adjunct to motorized 

“Fiat, a name which for 
has been synonymous with 
and elegance in the 
world, is now making a 
priced ‘baby carriage’ 


years 


popular 
car and 


them in Italy. 

“We found the French roads 
good but not modern in the sense 
of the German and Italian roads. 
While no marked increase in 
prosperity is visible in France, 
there is likewise no sign of de- 
pression. The automobile makers 
are all doing a good business and 
Citroen leads the procession with 
its front-wheel model. The death 
of Andre Citroen has appar- 
ently had no effect on _ the 
standing of that firm. It is, al- 
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actual | 
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troops. | 


size | 
automobile 








though still in receivership, mak- 
ing a remarkable recovery and 
it is confidently expected that it 
will soon resume its place at the 
head of the list of French car 
manufacturers.” 


J. G. Scott Resigns Post 
With Mack-Gratiot Co. 
Detroit, Sept. 6.—Henry T. 

Ewald, president of the Mack- 

Gratiot Co. Chevrolet dealers 

here, announces the appointment 

of G. Brewster Loud jr., as gen- 
eral manager of that company. 
J. G. Scott, who for a number 
of years has been general man- 
ager of the Mack-Gratiot Co., has 


resigned to continue his associa- | 


tion with Chevrolet 
capacity. 

Loud’s business experience 
cludes several years service with 


in another | 
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Proposed by Truckers 


Charlotte, N.C., Sept. 6.—Estab- 
lishment of tariff schedules on 
the basis of present competitive 
rates was proposed at a meeting 
of North Carolina motor truck 
owners here Aug. 30. R. W. Barn- 
well, president of the North Caro- 
lina Motor Truck Owners’ Assn., 
presided. 


In addition to members of the 
state association, truckmen from 
South Carolina, Georgia and Vir- 
ginia attended the meeting, which 
was called to discuss the provi- 
sions of the motor transportation 


| act enacted by the last session 


in-| of Congress, 


A resolution adopted by the 


the National City Bank of New| association provided that: 


York, the Pontiac Motor Co. and 
Campbell-Ewald Co. in Detroit. 


BENDIX 
DRIVES 


Have world 


wide acceptance and 


approval 


“a starting 


millions of motors 
everywhere, every day 


and | 
with 


dipped | 


vated to a height of 10 or 12 feet. | 


The surface was as smooth 
the top of my desk—no expansion 
joints are necessary in that mild 
climate. It seemed almost 
a speed of 300 miles an 
could safely be used. 

New Italian Roads 


“While these super-roads are 
the unusual thing, even in Ger- 
many, they form the bulwark of 
the German good highway pro- 


gram and the effects are being! 


felt by all of the German car 
manufacturers. Opel is showing 
marked activity and a record year 
for this operation in 1936 is pre- 
dicted by General Motors officials. 
Germany, through its generous 
allowance on registered marks, 
has captured the bulk of the 


European business and the cars | 


of many tourists are also to be 
seen on the German roads. 


“Mussolini has also inaugurated | 
a system of super-roads in Italy. | 
‘auto- | 

is a} 


over one of his 
strada’ near Venice. This 
magnificent thoroughfare, wide, 
straight and with all cross travel 
deflected, but it was almost de- 
serted. In fact there was only 
one other car visible. The Italians 
make a charge of about 60 cents 
for the use of the thoroughfare 
and apparently that is too much 
for the home folk. The super- 
highway is part of Mussolini’s de- 


We drove 


as | 


as if | 
hour 





STARTIX 


Companion unit to 


BENDIX DRIVE— 


Starts your engine at the turn 
of the switch-key . . . keeps 


“Interstate tariffs be filed, using 
as a basis present competitive 


rail-water- 
as past 


all-rail, 
and rail, 


either 

rail, or water 
experience has taught such a 
basis represents present truck 
cost with reasonable profits. Car- 
riers to be governed by existing 
rail classifications with changes 
necessary to meet motor truck 
operation. It is recognized in- 
dividual operators will necessarily 
set their own minimum rates, such 
as freight, second, third and 
fourth class, etc., by taking into 
consideration length of haul, 


rates, 


|number of participating carriers 


and other controlling factors.” 


Truck owners attending the 
meeting here proposed a general 
meeting of state tariff committees 
in Ashville Sept. 9 to work on a 
general schedule for eight states. 


Bendix Drives are famous for their unfailing performance 


wherever gasoline engines are started. There is a size and 


design for every requirement. 


One of the most widely used chassis units and none more 


popular with car owners and manufacturers alike than the 


time proven Bendix Drive. There is a nation-wide stock of 


service parts and the Exchange Plan making nation-wide 


service available when necessary. 


Startix, companion unit to Bendix Drive, is standard on 


many cars and is available for any car, new or old, using the 


Bendix Drive. Startix means “Switch-Key Starting,” and fully 


automatic Re-starting, quickest, safest and most convenient. 


ECLIPSE MACHINE COMPANY 
ELMIRA, NEW YORK 
(Subsidiary of Bendix Aviation Corporation) 
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STARTIX# 
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Truck Tractors, Trailers Cut Delivery Costs 


Oil Industry Takes Lead 
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And Saves 30 to 50% 


By E. M. 


Detroit, Sept., 6—One of the 
significant features of the use of 
truck tractors and trailers by in- 
dustrial and commercial organ- 
izations aside from the economies 
effected in the original investment 
for the equipment, is the saving 
that has been gained in lowered 
distribution costs and reduced 
depreciation charges. These fac- 
tors as set up on their books by 
oil companies, baking concerns, 
milk haulers and many others in- 
dicate that many large industrial 
and commercial units are break- 
ing away from heavy and more 
expensive - to - operate trucks and 
rapidly becoming trailerized. 
Adoption of the trailer, whether 
it be a semi-trailer or four-wheel 
trailer, is considered a method of 
cutting transportation and distri- 
bution costs. 


Oil Industry Leads 

The oil industry has taken the 
lead in developing ways and 
means for more economical move- 
ment of its products. At present, 
the oil industry although closely 
followed by the commercial haul- 
ers, meat packers, dairy products 
and the baking companies, leads 
in the use of the semi-trailer and 
the lighter and more economically 
operated one and one-half ton 
truck-tractors. 


The facts and figures developed 
by these organizations are worthy 
of the closest study by the dealer 
who sells transportation units 
along with his passenger cars, 
and a study of the methods by 
some of the dealers’ prospects will 
enable the dealer to do a better 
transportation selling job particu- 
larly in view of the great selling 
possibilities of this type of equip- 
ment this fall and winter when 
PWA funds begin to be released. 


Cheaper Than Rails 
First among the facts developed 


by the oil companies in the use | tractor 


of the truck, tractor and semi- 
trailer is that of a saving of from 
30 to 50 per cent over straight 


Hauled to Number 
Bulk Trip of Total Gallons 
Plant Miles Trips Miles Hauled 
City A 50 74 3,700 190,080 
“ B 100 16 1,600 42,240 
© 75 59 4,425 155,760 
* p® 130 10 1,300 26,400 
“ E 7 95 7,125 250,800 
ae 95 7 665 18,480 
” @& 80 28 2,240 73,920 
“ H 140 5 700 13,320 
= 3 155 4 620 10,560 
“ J 160 1 160 2,640 
22,535 770,880 


Total cost if shipped by rail 
Total paid to trucker by Oil Co. 


LUBECK 

truck with its limited supply will 
obviously have to make more 
trips to the main supply station. 


One of the major oil companies, 
now operating several thousand 
truck -tractors and semi- trailers 
which enable its distribution de- 
partment to supply more stations 
through the increased cruising 
radius, has effected savings which 
have attracted the attention of 
the transportation executives. 
Four years ago this company had 
bulk station depots in practically 
every town in certain territories 
where its products were handled 
by gasoline stations. In 1931 it 
began adding to its equipment 
truck-tractors and trailers. The 
first year, owing to the increased 
gallonage handled by the trailer, 
it was able to not only eliminate 
31 bulk plants of its own but 49 
which had been operated by a 
competitor which it had absorbed. 
In that same year another oil 
company eliminated bulk plants 
every time it added new trailer 
equipment and to date has done 
away with 160 bulk plants. Elimi- 
nation of the bulk plants effected 
a saving through reduced person- | 
nel and by disposing of the prop- 
erty, taxes and other upkeep ex- 
penses were wiped off the ledger. 

Saves $172,526 

Another company, in its annual 
report, brings out an interesting 
phase of hauling. It says, “After 
including 25 per cent for depre- 
ciation, six per cent interest on 
the investment, goods used at full 
prices, the company was able to 
save $172,526.37 on the operation 
of 17 truck and trailer units in 


an economic standpoint these fig-| Which to make a turn. 
| erage 


ures are startling. 

In comparing the use of truck- 
and trailer equipment 
| with railroads another factor 
|}must not be overlooked. Namely 
|that the trailer unit involves no 


Freight Total Truck Paid to 
Rate per Cost by Rate per Trucker by 
Gallon Freight Gallon Oil Company 
0096 $1,837.44 .0071 $1,351.24 
.0130 549.12 0102 432.96 
.0146 2,284.48 .0119 1,856.14 
.0160 422.40 0133 352.00 
.0120 3,009.60 .0092 2,310.90 
0120 221.76 0092 170.94 
0130 960.96 0102 757.68 
.0193 257.52 0144 192.50 
.0184 194.48 .0158 167.20 
.0193 51.04 0166 44.00 
$9,788.80 $7,644.56 
$9,788.80 
7,644.56 


Saving to Oil Co. (22% of freight) $2,144.24—The Oil Co. also received 


r 


the profit on 5,151 gal- 
lons of gasoline used by 
the trucker. 


Trucker’s actual operating cost including depreciation, interest, 


license, insurance, labor, gas, 
Profit to trucker 
Average miles per gallon 4.1 


oil and incidentals $3,672.21 
$7,644.24 — $3,672.21 $3,972.03 
—-Average cost per mile .1628 


Capacity of Semi-Trailer unit 2,640 gallons. 


motor truck transportation. The 
next is a saving of hundreds of 
thousands of dollars annually 
over rail shipping costs. Next is 
an added efficiency of the trailer 
system due to the fact that a 
three-ton truck unit is limited to 
a load of approximately 1,400 gal- 
lons or a total weight of six tons, 
while a one-half ton truck-tractor 
with a semi-trailer can easily 
handle as high as 3,500 gallons or 
a total weight of nearly 14 tons. 
Fewer Trips 
By more than doubling the load 


fewer trips are involved. This 
means more _ productive work 
from the driver and a greater 


cruising radius or more gallonage | 


in fewer hours to a wider market. 
For example a full loaded trailer 
will distribute the product to a 


greater number of gasoline dis-| 


pensing stations on one trip. The 





o— eee 


|and parked. 








Stake Model Has New Lines 





The streamlined new White de luxe stake truck, Model 704, styled by Count Alexis de Sakhnoffsky, has 
a wide application in the 14-2-ton truck transportation field. 








In this case the operation made 
the trailer replace the permanent 
warehouse. The loaded trailers 
were driven to a convenient place 
In some of the 
nearby points the empty trailer 
was returned with the _ truck- 
tractor and a second load hauled. 
Lighter delivery units used the 
parked trailer as a base of supply 
and it was found that when the 
operation was properly timed the 
tractor unit was in continuous 
operation, not waiting for either 


| loading or unloading. 


More Flexible 


Tractor trailer units are being 
operated today under conditions 
which would be impossible for the 
conventional motor truck. The 
truck tractor and trailer unit is 
more flexible, can be parked more 


|easily in congested quarters and 
the handling of 69,191,224 gallons| has better maneuverability owing 
of gasoline, oil, kerosene and some|to the fact that it is hinged in 
case goods as compared with the|the middle so to speak. A single 
alternative rail rate plus the use|truck unit with 175-inch wheel 
of and rental of tank cars.” From| base requires a 30-foot street in 


| 
| 
| 
| 


| 


switching costs or demurrage and | 


no rail delays. 
door to door delivery service at 
all times. The saving effected by 
the use of trailer units as com- 


It also provides | 





pared to rail expense amounted to | 
12.6 per cent of the company’s net | 


profits for the year. 


| 
| 


A recently conducted trucking | 


operation covering a 
period reveals the trend in trailer 
operations. The oil company con- 
ducting this test 
|the hauling of gasoline from its 
refineries to bulk plants inside its 


distribution zone. A saving of 22 
per cent was effected as com- 
pared to previous rail costs. The 
trucking company also made a 


profit. (See accompanying table.) 

The actual savings per gallon 
in any one of the bulk plant cities 
made an average of .005 cents 
| profit per gallon for the dealers. 


five-month | 


contracted for 


| 


The av- 
truck tractor and trailer 
combination is about 156 inches 
long and requires a street only 28 
feet wide because the unit can be 
jack-knifed. A further advantage 
is that the unit operators need 
make no changes in their loading 
arrangements, thereby effecting 
another savings to be turned into 
profits. 


These factors all deserve study 
from the dealer with a dual truck 
and car franchise. They will 
enable him to talk facts with the 
prospect and possibly prevent a 
deal being lost. 


Test Car Drivers Cover 


2,000,000 Miles Yearly 





Detroit, Sept. 6—With the na- 
tion’s maze of surfaced highways 
and rutted rural roads serving as 
a practical “proving ground,” test 
drivers for the Plymouth Motor 
Corp. will travel close to 2,000,000 
miles in road tests this year, it is 
reported, 

Paul C. Ackerman, head of the 
road test department, says that 
test drivers for Plymouth and 
other corporation units traveled 
more than 1,500,000 miles in 1933 
and more than 1,700,000 miles last 
year. 

“We've increased our operations 
this year,” he said. “We have a 
minimum of 35 drivers on the 
roads constantly, 24 hours a day, 
at the present time. They will 
cover nearly 2,000,000 miles this 
year.” 

An integral unit of the engineer- 
ing laboratory, the road test de- 
partment plays an important part 
in the development and perfection 
of all new cars. Every detail 
worked out and tested in the 
laboratories is sent to the road 
test department to be submitted 
to testing under driving condi- 
tions. 

The test drivers are. old hands 
at the game. Of the 35 on the 
staff now, at least 25 have been 
with the department for eight 
years or more, The others have 
four or five years experience test- 
ing cars on the road. 


Inside the Cab 





Cabs of the new White trucks are automatically air-conditioned and 


are equipped with Dunlop seats, backrests and 


passenger car appointments. 








The department usually keeps 
a year ahead on all new models. 
For instance, test drivers checked 
the developments on 1933 cars 
during 1932, and _ tested the 
changes that went into the 1934 
models throughout 1933. 

The test drivers go everywhere 
in the country. They drive over 
every type of road on long trans- 
continent runs. Some of them 
drive in every state in the Union 
in the course of a year’s time. 
They know the nation’s roads as 
well as the streets in their native 
cities. 

Test driving is not easy work, 
even for the veterans. It is a test 
for the drivers as well as the cars, 





Chevrolet Sales 
In August Set 
All-Time Mark 


(Continued from Page 1) 
dealer organization, including the 
dealers, their salesmanagers and 
the salesmen themselves, for con- 
tributing to Chevrolet’s record- 
breaking feat. 

Commenting on the heavy vol- 
ume registered in a month which 
normally means a slackening off 
in the automobile business, Hol- 
ler cites his record as added evi- 
dence of improved business. 

“The fact that our volume in- 
creased so sharply over its total 
in July shows unmistakably that 
the country’s buying power is in- 
creasing, and that there is not 
only the ability but a universal 
willingness on the part of the 
public to buy,” said Holler today. 

“We are especially gratified at 
the uniformity of the improve- 
ment in conditions. Every one of 
the nine Chevrolet regions showed 
a splendid increase and this fact 
forecasts further favorable de- 
velopments for the remainder of 
the year.” 


Pontiac Retail 
Sales Continue 


At High Pace 


Detroit, Sept. 6.—Pontiac Retail 
deliveries in the United States 
in August show an increase over 
last year, a total of 10,811 for the 
month, compared with 6,097 for 
August of 1934. The third 10-day 
period was high with 3,667 deliv- 
eries, 


Total retail deliveries for the 
year to date break all records 
since 1929. For the first eight 


months 106,505 cars were delivered 
compared with 57,750 for the same 
period of 1934, and 72,877 for the 
year. 








Cameron Calls Tax Program 
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Says “Soak the Rich Plan” Aimed at Ford Motor 


Scheme to Smash Company 


(Continued from Page 1) 


with burglary,” he said. And he 


told the service men that Henry | 
de- | 
He said Ford had | 


Ford lost $68,000,000 in one 
pression year. 
refused to allow his friends to 
disclose his loss, 


had “spent the money.” 


“Others would be called philan- 
thropic for doing that,” said Cam- 
eron, “but Ford scorns the word.” 

“Henry Ford is not rich. He 
has factories, service and a sur- 
plus—and if you want to keep on 
running, even when _ you lose 
$65,000,000 in one year, you need 
a surplus. 

“He never allowed anyone to 
say he lost that $68,000,000. He 
says he spent it. Others would 
be called philanthropists for do- 
ing that; he scorns the word. 


“When the depression deepened 
he called in his regional heads. 
He found out what building they 
were doing. ‘Don’t follow the 
New York example and pull in 
your money,’ he told them. ‘Go 
on with your building and we'll 
go on making cars. I don’t know 
any better way we can help our 
country. Our prosperity is inter- 
locked with 5,300 other com- 
panies.’” 


Weathered Storms 


Cameron declared that the ob- 
jectives of Ford was “to bring 
men and work together, for he 


has no patience with any plan 
which upholds idleness.” 
Recalling that Ford and his 


company had weathered 11 suc- 
ceeding periods of economic 
stress, Cameron said that Ford 
had anticipated the New Deal 
years before the depression of the 
1930's. 

Pointing to Ford's initiation of 
the $5 minimum wage, the 
speaker said that but for the de- 
pression Ford would have been 


the first to inaugurate the five- | 


day 30-hour week. 


Cameron said Ford had 


enacted by Congress, but that he 


Coming Events 





SEPTEMBER 


11-21—Cleveland, Ohio. Machine Tool Show 


Cleveland Auditorium. 
OCTOBER 
3-13—Paris, France. French Automobile Show 


14-18—Louisville, 
24th Annual Safety Congress. 

30-31, Nov.!-2—Newark, WN. J, Commercial 
Vehicle Show. 


NOVEMBER 
2-9—New York City. National Automobile 
Show. Grand Central Palace. 
2-9-—-Los Angeles. Auto Show. 


Ky. National Safety Council 


2-9—San Francisco. Auto Show Civie | 
Auditorium 
2-9—Baltimore, Md. Auto Show. Fifth | 


Regiment Armory. 
3-4—Chicago. National 

Convention Sherman Hotel 
9-16—Buffalo, N. Y. Buffalo Automotive Trade 

Assn. 34th Annual Show. 
9-16—Newark, N. J. Auto Show. 
9-16—Detroit. Auto Show 
9-16—Washington, D. C. Auto Show 
9-16—Toronto, Can. National Motor Show of 


Canada, under auspices Canadian Na- 
tional Automobile Chamber of Com- 
merce 

10-16—Cincinnati, 0. Automobile Dealers’ 


Assn. Automobile Show. Held in Music 
Wall. 

10-16—St. Louis, Mo. Automobile Show 

11-14—Los Angeles. American Petroleum In- 
stitute 16th Annual Meeting. Bilt- 
more Hotel 

11-16—Pittsburgh, Pa. Auto Show Motor 
Square Garden 

11-17—Asbury Park, N. J. Monmouth County 
Automobile and Truck Show New 
Casino 

11-16—Philadelphia, Auto Show 

16-23—Minneapolis, Minn. Northwest Automo- 


bile Show. Armory Bldg. 


16-24—Milwaukee. Auto Show 

18-23—Des Moines, la. Auto Show 
18-23—Rochester, N. Y. Auto Show. 
23-28—Columbus, 0. Auto Show. 
23-30—Chicago. Auto Show 

23-30—Cleveland, 0. Automobile Show 
23-30—Montreal, Can. National Motor Show 


of Eastern Canada. 


25-30—Springfield, Mass. Auto Show. Munict- | 
pal Auditorium 
30-Dec. 6—Kansas City, Mo. Auto Show. 


DECEMBER 
2-8—Seattie, Wash. Auto Show. 
9-13—Atiantic City, N. J. Automotive Service 
Industries Show. 





but to say he} 


ful- | 
filled all the pronouncements of | 
NRA long before they were ever | 


Battery Mfrs. Assn. | 


was opposed to the signing away 
of American rights. 

“The entire spirit of NRA had 
been adopted and demonstrated 
| by Ford for 30 years in his busi- 
ness,” Cameron declared. “It 
showed him nothing new except 
restraint put upon business.” 


Went to Woods 

The speaker recalled that when 
NRA came “Ford went off into 
his woods by himself and thought 
it all out. Then he took his stand 
as a plain American citizen. He 
knew he would suffer and he did 
until up from the South came the 
break in the boycott. The sign- 
ing away of citizenship, he felt, 
was no part of American law.” 

“Henry Ford, at 72, is not 
standing in the stern of his ship 
looking back. He is in the bow 
looking ahead, seeing problems 
to come—and some of them he 
has in his pocket already.” 


Edsel Ford Urges 


*“*Ford Plan”’ as 
Recovery Remedy 


Detroit, Sent. 6—In a United 
Press, dispatch. the Detroit News 
today quoted Edsel Ford, presi- 
dent of the Ford Motor Co., as 
urging adoption of what he called 
the “Ford plan” in place of the 
defunct NRA as the road to eco- 
nomic recovery. Ford explained 
the plan as follows: 

“Pay a workman more than 
just enough to live on. He's got 
to buy a few things extra—other- 
wise some industries will have to 
shut down. Give him a 40-hour 
week now—maybe a 30-hour week 
later, but that’s in the future. A 
man’s got to live as well as work. 

“And, remember, keeping men 
employed is the cure for most of 
our troubles.” 








purposes of the now-defunct 
NRA set-up, with a single salient 
exception 

“We don’t want the Government 
| to tell us how to do it. 
| has got to find out these things 
for itself.” 

The 40-hour week, 
“is already here.” 

“We adopted it years ago. Now 
the rest are coming to it, with 
the exception of a wild fringe. 
But it is costing them 
change over and will cost 
and more as time goes on. 

“The 30-hour week may come 
IT don’t know 3ut in our factor- 


Ford 


said, 


ies we have found the best busi- | 


ness method is to pay workmen 
enough to buy automobiles them- 
selves, and cut corners on costs.” 

“Doesn't this dovetail with the 
purposes of the NRA?” he was 
asked. 

“T suppose so.” 

“What objections do you have 
to the Government enforcement 
for the ‘wild fringe?’” 

Ford shook his head. 

“We don’t want anvone to in- 
terfere. This is something indus- 
try has got to Jearn for itself. We 
learned it at the Ford plant. We 


have an ‘open shop’ and almost 
no labor trouble. Now the rest | 
are finding ont what we found 


out years ago.” 
As for the future 


“We turned out 700,000 automo- | 
This year we set | 


biles last year. 
the figure at 1,000,000 
few days will have passed 
mark—in the first nine 

“Things have got better in the 
| last few months. I don’t 


and in a 


| why. Feeling is better. 
“The labor situation is im- 
proved. Last year there was a 


lot of trouble, but now things are | 


quiet, and men are working... 

And in automobiles 

“The next big development will 
rear-engine designs, with all 


be 


driving mechanism behind. That | 


will prevent the drive-shaft from 


© 


The Ford summary agreed with | 


Industry | 





more to} 
more | 








that | 
months. | 


know | 


cluttering a low-frame car, and 
keep the noise and smell out of 
the front seat.” 


Sees Aluminum Pistons 


In Nearly All ’36 Cars | 


Detroit, Sept. 6—Aluminum pis- | 


tons will make a great gain in 
the percentage tables for 1936, 
according to information now 
available to engineers. While all 
manufacturers are not complete- 
ly settled on their 1936 plans, ac- 
cording to the present outlook, it 
is very possible that not over two 
makes of cars will have iron pis- 
tons for 1936. 

There are several reasons for 
this accelerated swing toward 
aluminum, according to David E. 
Anderson, chief engineer of the 
Bohn Aluminum and Brass Corp. 
One of the main reasons, he points 
out, is that the streamline type 
of car with its greater over-all 


length plus the demand for more 





passenger space within the car 
have materially contributed 
toward weight. 


During the past year car 
weights have gone up in many in- 
stances as much as 300 pounds 
and for 1936 this tendency is apt 
to continue. In 
tain the same or better perform- 
ance it has been necessary to se- 
cure a higher output from the 
engine. This, Anderson 
out, has led to the increased use 
of aluminum pistons and has also 
added to the interest in aluminum 
cylinder heads, which permits 
higher compression and 
the 


same _ piston 


have increased, the power-weight 
ratio for 1936 as compared with 
1935 will not have changed ma- 
terially and therefore even with 
the bigger bodies, there will be 
no drop in performance. 


evoecceeceeeseeeees 
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order to main- | 


points | 


conse- | 
|quently greater horsepower from | 
displacement. 
The net result, according to this ||) 
engineer, is that although weights | 
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Italian Motorist 


Soaked by II Duce 


Rome, Sept. 6.—The Italian 
motorists, who has always 
paid heavily for his auto- 
mobiles and the gasoline to 
make them run, is now pay- 
ing a tax to help Premier 
Benito Mussolini’s Ethio- 
pean war. 

The Italian government 
this week decreed a new 
gasoline tax increasing the 
retail price almost 50 per 
cent. Ordinary gasoline now 
sells for 87 cents a gallon, 
with high test gasolines 
priced at 95 cents. 

The tax was passed with- 
out warning or explanation 
and motorists were sur- 
prised to find notices on 
pumps at filling stations. 





seeeee 





FLASH—To Car Manufacturers 


Baltimore families eagerly await your new model announcements. 
To sell them you must tell them. 


To tell them—most effectively and most economically—put the bulk of 
your Baltimore appropriation in the newspaper that has sold itself to more 


than 4 out of 5 Baltimore families. 


News-Post advertising gives you maximum coverage at minimum cost— 
170,062 (or 84.6%) of the families in Baltimore’s ABC city zone—plus 30,997 
‘families in the surrounding territory—all for 35c a line. 


BALTE 


NEWS-POST 


Represented Nationally 











fORK 





by Hearst International 
Advertising Service 


Rodney E. Boone, 
General Manager 
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Eliminate Layoffs I Is Buick Production Plan 


More Than 10,0 ,000 Men a The 3,000, 000th \Cheveotet Gives 
To Work Throughout "35 , Service Badges 


° 
qe >» € 

Flint, Mich., Sept. 6—-More than { ous peak, in May, of 10,833. This To Mechanics 
10,000 men will have had steady | low point, which occurred in July, 
jobs with the Buick Motor Co.| represented the major layoff of 
throughout 1935 bes the year and was due to the shut- 
at wage rates - | down of the engine and final as- 
which are the sembly plants for retooling in 
highest in the preparation for the production of 
company’s _his- 1936 models. 
tory and be- “The extensive expansion pro- 
lieved to parallel gram carried on at Buick during 
the highest in the past 18 months, involving an 
the automobile expenditure of more than $14,- 
industry, it was 500,000, was accomplished with 
announced here very little loss of time to Buick’s 
today by H. H. productive workers. 
Curtice, presi- “These and shut-downs of the 
dentand general W. H. Curtice | engine and final assembly plants 
manager. are the principal items affecting 

Disclosing a condition of sus-|the employment record of the 
tained employment unusual in the | company this year. 
automotive field, Curtice an- Layoffs Reduced 


nounced that: : “The fact that the layoff periods | 

Buick employment, now at 4/|in these cases were reduced to a 
new high for the year, will be in- | minimum helped the remarkable | 
creased during the remainder of employment average during the 
1935. Several of the company’s | year and because all of these re- 


manufacturing divisions are on arrangements now have been 
two and three shifts daily while completed, Buick employment will The 3,000,000th Buick engine came off the assembly line this week 


other shifts are being added. continue at an accelerated pace | Under the inspection of Harlow H. Curtice, left, president and general same manner for a new badge 
$140 Monthly Average for the remainder of the year.” manager; C. T. Scannell, center, general manufacturing manager and | 2h year. 

Hourly rate workmen on the Curtice emphasized that only Joseph T. Hammond, right, superintendent of the engine plant. The “Service,” said Holler, comment- 
Buick payroll have earned an| former Buick employes living in first engine was built more than 31 years ago, All have been ing on the plan, “plays a greater 
average of more than $140 a| Flint and its environs will be re- valve-in- head. part than is generally supposed, 
month since the first of the year,| employed. At the same time he ee ees aeamecnaeeenen . in the selling of automobiles. An 


averaging 40 hours a week during | reaffirmed the company’s policy | hours a week this year as against U. &. Government Buys owner — pied his first yey Ba 
+ os ° given make for any one of a num- 















Detroit, Sept. 6. William E. 
Holler, vice-president and general 
sales manager of the Chevrolet 
Motor Co., has announced a plan 
whereby mechanics who make a 
serious effort to improve them- 
selves will receive recognition by 
Chevrolet. 

The plan’ requires of the me- 
chanic a thorough and constant 
study of the numerous service 
department helps issued regularly 
by Chevrolet. The aspirant to 
the approved service mechanic’s 
badge which the company will is- 
sue must keep himself up to date 
on the repair manual, the Service 
News, slide films and bulletins, 
must attend the weekly shop 
meetings which are held through- 
out the organization, pass two 
written examinations with a high 
average, and re-qualify in the 


































































the period. of giving preference in all hiring | an average of 36 hours a week 
There have been and will be no| for Buick jobs to those former | during the same period of 1934. Fleet of New Grahams | ber of reasons, but whether or not 
sustained or large layoffs this | employes having the longest serv- I : : he buys another car of the same 
; ‘ aris t Det : s : 
year due to sales fluctuations or | ice record. oe eee pave ag Seas cae gg oly Bg make will depend very largely on 
; . the service he received during his 







other seasonal causes, with the “Approximately half of all Buick : : x : 

; : se ae coor ap | that in October last year, the pe-| placed with the Graham-Paige 
pe 7 a oe a pened SS = years | riod prior to introduction of 1935 | Motors Corp. by the United States 
: ging : si = y as EO e same | models, 4,770 men were on the | government it was disclosed today 






use of the first. The Chevrolet 
Motor Co. is aware of this fact. 













; work for the 12-month period. number have worked for the com- ’ : Its dealers are awakening to it 

i ; : > any’s ate é . ahi 2xec , s é aws ; 

} Plans for increased production | pany 10 years or more,” he said. ar a jen A alt ane uauuiloeh Graham, executive so is the third important agency 
j 9 2e > si « 7 7 me , a . P ° — la ~hanic ; 

' during 1936, to meet the consider Pay Has Increased year will number 11,999 hourly| The cars are for immediate de-|—the service mechanic—without 


whose co-operation no effort of 





| gee ay ne aaa ae bediaaee Analysis of the time charts cov- | rate workers. At the same time, livery, according to the orders, this sort can be entirely effective.” 
heniiamnase hevend 1608 of the ering the January to August| the low employment point last and include 56 Graham standard : 2 th 
current high wage and employ- period reveals that the average | year compares with the low point | sixes, 15 special sixes and 2 eight A few months ago, with Chev- 
} ment averages earnings of Buick hourly rate /| this year, in July, of 9,912. cylinder models for the use of | rolet’s approval, a correspondence 
ie aie Teaetninbad of 1985 the workers have been substantially Total wages and salaries for the | the Forestry Division of the De-| course for service men was _ 
Poe bateecainedl a aaa ane increased this year compared with | calendar year 1935 will exceed the partment of Agriculture, one spe-| fered throughout the field. aii 
I =o — : “ the same period a year ago. $16,504,321 payroll of 1934, Curtice | cial six for the national archives | tween 3,000 and 4,000 of these 
deavor to anticipate retail de-| Accountable for the increase is| said. During the first seven|at Washington, and eight 8-cyl-| courses have been purchased by 
ag — _ eee eee a gain in hourly rate over last | months of this year, the company | inder models for the Bureau of | Chevrolet service men, and the 
i ateitreeens Ss = year and the fact that the Buick! has paid $10,557,265 to its em- Public Roads of the Department | publisher reports that orders are 
ae 5 hourly rate force has averaged 40 ployes. of Agriculture. | still pouring» in. 
year,” Curtice declared. - ssciladanai 


These efforts have met_ wit NEW PA S SEN G E a 4 AR REGISTR RA 


: remarkable success. Employment 
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NSPA Announces Program of Atlantic City Meet 


I arin 


Discussions, ;, Speeches 


Detroit, Sept. 6—In order that 
jobbers, manufacturers and their 
employes may make plans for at- 
tending the events under spon- 
sorship of the National Standard 
Parts Assn. at the time of the 
annual Automotive Service In- 
dustries Show in Atlantic City, 
NSPA headquarters here has an- 
nounced its tentative program 
covering the Dec, 3-13 period. 
Committees Meet 

Committee and board meetings 
not attended by the general mem- 
bership occupy the first three 
days of the schedule. The con- 
vention sessions at which NSPA 
members’ attendance is required 
will be held on Friday and Satur- 
day, Dec. 6 and 7, prior to the 
opening of the show on Monday, 
Dec, 9. 

Popularity of the Machine Shop 
Demonstration staged by NSPA 
in connection with its Cleveland 
convention last year is responsible 
for the scheduling of a Whaole- 
salers’ Technical Session on Sun- 
day, Dec. 8. The high point of 
this session, NSPA reports, will 
be a talk by an automotive en- 
gineer of international fame. 

NSPA members’ attendance will 
also be required during the first 
three days of the show in order 
that they may be eligible for the 
round-trip railroad transportation 
and per diem refunds that are 
made each year in accordance 
with the association’s by-laws. 


To Award Prizes 

As a wind-up to the annual 
contest staged by NSPA among 
its members’ employes, in connec- 
tion with which four free trips 
to Atlantic City are being 
awarded this year, the Salesmen’s 
Convention Session will be held on 
Tuesday evening, Dec. 10. At this 
session the four contest winners 
will present their papers, follow- 
ing which a humorous feature ap- 
propriate to the occasion will be 
put on. 

Aside from the strictly business 
events on the schedule are the 


To Precede Annual Show 


NSPA Administration Dinner on 
Thursday evening, Dec. 5; the 
NSPA Old Timers’ Dinner on the 
following Saturday evening; the 
International Booster Clubs buffet 
supper on Sunday evening and 
the annual Overseas Club Dinner 
on Wednesday evening. 


Dodge Sales Keep 


At High Level 
For August Final 





Detroit, Sept. 6—Dodge dealers’ 
retail deliveries for the week end- 
ing Aug. 31 continued to main- 
tain a highly satisfactory level. 

Deliveries of passenger cars 
were 4,902, and of commercial 
cars and trucks 1,616—total, 6,518 
retail sales for the 6-day period 
Aug. 25 to 31. 

The year-to-date picture of 
Dodge sales, as given by A. van- 
DerZee, general sales manager of 
the Dodge Division of Chrysler 
Corp., shows interesting figures 
and a series of more than ordin- 
arily impressive business in- 
creases. For instance, deliveries 
of Dodge passenger cars in the 
first eight months of the year, 
totaling 133,640 gained 90 per 
cent over the corresponding period 
of last year in which deliveries 
were 70,333. Deliveries of Ply- 
mouth cars by Dodge dealers, 
which were 75,189 in the first eight 
months of 1934, ran up 86,204. Of 
Dodge commercial cars and 
trucks 38,830 were sold between 
Jan. 1 and Aug. 31, 1935—as 
against 32,844 truck deliveries for 
the like eight months of 1934. 

The total turnover achieved by 
Dodge dealers so far this year 
amounts to well over a quarter 
million vehicles—258,674, to be 
precise—as against 178,406 the 
year before. 

During the week ending Aug. 31, 
Dodge dealers also sold 8,479 used 
cars and trucks. 





Auburn’s Seas Caravan 






















Auburn has put its second caravan of white cars into the field. They are led by a straight eight with a 
public address system. The group of cars will tour the Midwest. 





Chris 


Sinsabaugh 





(Continued from Page 1) 


that it will be years before he 
loses it. 
* * * 

UNQUESTIONABLY Campbell 
has demonstrated what this col- 
umn has maintained — that the 
Salduro salt beds are faster than 
the Florida beach. I’m sorry Sir 
Malcolm was satisfied with his 
301.337 mph. I’d like to have seen 
him have another crack at it, if 
for no other reason than to see 
if it is not possible to beat the 
airplane record of 312.21 mph. Of 
course the seaplane mark of 440.68 
mph is beyond the automobile’s 
reach, but I believe the airplane 
record could be topped. 


* * * 


GRANTED that Campbell’s mag- 
nificent drive represents the pos- 
sibilities of automobile speed, I 
cannot help but feel that Ab 
Jenkins’ feat of averaging 135.47 
m.p.h. for 24 hours, bringing back 
to America a record that always 
has stood second to the straight- 
away mile in importance, is of 
more practical value to the in- 
dustry than Sir Malcolm’s. Me- 
chanically, the only difference be- 
tween Jenkins’ car and the regu- 
lar Duesenberg was that it had 
two carburetors, I am told. Of 


TIONS 3 STATES FOR AUG., 1935-1934 


Complete cumulative figures will appear each week until all 48 states or completed United States totals for the months have been printed. 





STATES 


Delaware 
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States printed today appear for the first time. 
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NON-AFFILIATED GROUP 


course, the body was specially 
streamlined. And, don’t forget, 
my dear public, that the Duesen- 
berg was a stock job with the two 
exceptions mentioned, while the 
Napier of Cobb’s, the previous 
record holder, was a special built 
job. 
* * * 

WHEN YOU LOOK back over 
the years and check the 24-hour 
record of 1907 you can appreciate 
the speed progress in the last 28 
years. In 1910 the world’s record 
stood at 1,581 miles 1,310 yards, an 
average of 65.9 m.p.h., and the 
holder was S. F. Edge, famous 
British driver of that generation, 
who, driving a six-cylinder 
Napier, set the mark on England’s 
Brooklands track. Jenkins, with 
his estimated 3,200 miles, traveled 
twice as far in the same time. 

+. ” * 


IN THIS editorial sanctum’s 
art gallery hangs the burgee of 
the South Bend Yacht Club, pre- 
sented to me by Commodore Herb 
Sharlock himself, so this gives 
me an opportunity to swell with 
civic pride because of the victory 
on Labor Day of Vic Kliesrath in 
Detroit’s Development Trophy 
race for Gold Cup motor boats. 
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Vic drove his Hotsy-Totsy, which 
twice has won the Gold Cup and 
he flew South Bend’s colors. He 
showed 60.63 mph in his fastest 
lap. Kliesrath comes from the 
House of Bendix—B-K vacuum 
controlled brakes, you know. 


This victory means he will have 
to defend his trophy in his home 
waters, so mebbe after all I may 
have a chance to fly my burgee 
when he does it. It’s hardly 
likely, though, that Sharlock will 
use the wet spot South Bend calls 
a river, but then the lake is 
hard by. 

o * * 

GREGORY FLYNN writes 
from New Rochelle that “I’m 
about dead with a summer cold; 
nevertheless I’m passing on to you 
the nifty I just heard. ‘What did 
the German automobile manufac- 
turer say at a banquet?’ ‘V-8.’ 
We ate, to you.” 


- * . 


MY EAR TO the keyhole, I hear 
Sam Fuson of the Kudner agency, 
which has the Buick advertising 
account, tip off what is to be 
expected in the 1936 Buick. 


“Here’s the _ instructions, we 
understand, that were given Bu- 
ick’s chief engineer, Dutch Bower, 
when 1936 models were up for 
discussion,” I heard him tell 
Frank Webb. ‘We want the big- 
gest car easy to handle and get- 
away like a featherweight. We 
want big-car comfort and room, 
with small-car performance. 
Throw away all the old dimen- 
sions and specifications except the 
fundamental one of quality.’” 

+ * * 


OUTSIDE THE motor capital 
it generally is thought that the 
Detroit factory automobile me- 
chanic is a man covered with 
grease, full of thoughts of ma- 
chinery and tools and devoid of 
any interest in art, music, flow- 
ers and the like. Those who think 
thusly are to be given a surprise 
on Sept. 7 and 8 when the main 
display room at the Dodge plant 
is to be given over to a display 
of flowers grown in the gardens 
of the Chrysler mechanics. 


Nearly 2,000 exhibitors will dis- 
play the posies they have grown. 
The exhibits are to be judged by 
horticulturists from the state 
Agricultural Department and 
from the North American Horti- 
cultural Society. 





Seattle Show Plans 


Already Under Way 


Seattle, Wash., Sept. 6.—Ar- 
rangements are already taking 
shape for the Seattle Automobile 
Show to be held in the Civic Audi- 
torium from Dec. 2 to 9. This 
year’s show promises to be one 
of the best staged in the city, and 
will immediately follow the period 
when it is anticipated new models 
will be introduced in the east. 


The show has already suffered 
one setback. Only a week before 
his fatal airplane trip north nego- 
tiations were opened with Will 
Rodgers to secure his personal 
attendance as one of the feature 
events of the show. Plans were 
to have been completed on his 
return. Since his untimely death 
the committee is experiencing 
difficulty in selecting another star 
who could take his place in this 
role. 
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Dividends in August $300,000 Above Last Year 





Average R Rise; 
Chrysler Hits 
New Year High 


By C. J. ALEXANDER 

New York, Sept. —- Motors 
moved on into new high ground 
for the year in the Thursday 
rally, during which numerous is- 
sues registered net gains of more 
than a point. Chrysler went to a 
new high on that day, as did 
Bendix and Murray Corp. Other 


features on Thursday included 
Briggs, Kelsey-Hayes, Electric 
Auto-Lite, Bohn Aluminum & 


Brass and General Motors. 


Declaration of dividends by 
automotive companies in August 
called for the payment of $37,- 
700,000, as against $37,400,000 in 
the corresponding month of last 
year. This brought the total for 
the first eight months of 1935 to 
$93,812,000, comparing with $85,- 
964,000 in the like period of last 
year. 

The increase in August over a 
year ago was 0.8 per cent, while 
the gain for the first eight months 
was 9 per cent. The August total 
was the largest for any month 
thus far in 1935, having been 
swelled by the declaration of a 
quarterly of 50 cents and an extra 
of 25 cents by General Motors. 
This company previously had 
been on a quarterly basis of 25 
cents. 

Lower Than ’34 

Declarations by car and truck 
companies in August amounted 
to $35,100,000, which was lower 
than a year ago despite the GM 
action. It will be recalled, how- 
ever, that Chrysler’s third quarter 
dividend action in 1934 came in 
August rather than in July as in 


this year. Even at that, how- 
ever, the $35,100,000 total for 
August of this year was only 


$1,000,000 short of the $36,100,000 
reported for the like period of 
1934, a decline of 2.8 per cent. 

For the first eight months, 
declarations by car and truck 
companies amounted to $70.8f8,- 
000, comparing with $68,515,000 in 
the like period of last year, an in- 
crease of 3.4 per cent. 

Dividend declarations by parts 
and accessory companies in 
August aggregated $2,600,000, com- 
paring with $1,300,000 in the like 
month of last year, an increase of 
100 per cent. For the first seven 
months of this year, the aggre- 
gate for this group was $22,944,- 
000, as against $17,449,000 in the 
like period of 1934, an increase of 
31.5 per cent. 

Another increase in the rate of 
quarterly dividend was announced 
this week by the L. A. Young 
Spring & Wire Co. with the 
declaration of 50 cents, payable 
Oct. 1 to stockholders of record 
Sept. 16. In previous quarters the 
company had paid 25 cents regu- 
lar and 25 cents extra. The stock 
now goes on a $2 annual basis, as 
against $1. 

Mack Dividend 


Mack Trucks, Inc., this week 
continued its regular rate by de- 
claring a dividend of 25 cents on 
its capital stock, payable Sept. 30 
to stock of record Sept. 14. 

Borg-Warner Corp. also has in- 
creased its quarterly dividend 
rate, having declared 50 cents a 
share on its common stock, pay- 


Where a STOP 
Invites a STAY 


Memor- 
Smart service. 
Rates: 


$1.50 to $3.00 


Comfortable rooms. 
able meals. 
Convenient location. 


Single ... 
Double. . . $2.50 to $5.00 
Suites . . . $5.00 and up 


HOTEL LENOX 
140 North St. Buffalo, N. Y. 


Clarence A. Miner, President 





able Oct. 1 to stock of record 
Sept. 13. In the two previous 
quarters this company declared 
37% cents a share. This company 
also declared the regular quarter- 
ly of $1.75 a share on its preferred 
stock, payable Oct. 1 to stock of 
record Sept. 13. 


Although trading was quiet dur- 
ing most of the week on the stock 
markets, prices of automotive 
shares were firm to higher. Chrys- 
ler went ahead to a new high for 
the year and General Motors re- 
covered to around its best levels. 
Up to mid-week, when the Auto- 
motive Daily News stock price 
averages are Compiled, the net re- 
sult was an increase in prices as 
a whole. 

Price Averages 

The ADWN stock price averages 
for the week ended Sept. 4 com- 
pared as follows with those of the 
week preceding and the like 
period of last year: 


Last This Year 
Week Week Change Ago 
24 Motors .....+00+ 29.00 30.15 1.15 20.85 
10 Car-truck co's... 30.38 31.65 1.27 21.72 
10 Parts-accessories 28.17 29.09 0.92 17.20 
4 Tire-rubbers..... 14.30 14.44 0.14 16.49 


The rally on Wednesday carried 
the price average for the car and 
truck group and for the 24 stocks 
as a whole to new high levels of 
the year. The new high of 31.65 
for the car and trucks compared 
with the previous high of 31.51, 
made on Aug. 14, and the new 
high for the entire group of 30.15 
compared with the previous high 
of 30.14, also made on Aug. 14. 
Chrysler was up four points for 
the week and General Motors 
gained 1% points in the period 
covered by the ADN average. 
Auburn advanced more than two 
points. Gains were general among 
other automotive issues. 


Sparta Reports 


Sparta, Mich., Sept. 6.—Net profits 
of Sparta Foundry Co. for the first 
six months of 1935 amounted to 
$1.47 for each share of stock out- 
standing, after all charges, includ- 
ing provision for income tax, T. E. 
McFall, president of the company, 
reported. 


The balance sheet reflected a 
strong financial position. As of 
June 30, 1935, total current assets 
were $408,060.98, compared with 
total current liabilities of $71,475.86. 








Argentina Prosperity 


Reflected by Imports 


Washington, Sept. 6—Marked 
increase in imports of motor ve- 
hicles has accompanied the re- 


cent progressive economic im- 
provement in Argentina, accord- 
ing to a report to the Commerce 
Department from the U. S. Trade 
Commissioner at Buenos Aires. 

During the second quarter of 
this year, the report states, im- 
ports numbered 5,451 passenger 
cars, and 2,095 trucks, compared 
with 2,862 cars and 1,845 trucks 
in the preceding quarter and 3,608 
cars and 1,856 trucks in the sec- 
ond quarter of 1934, 

Competition of European auto- 
mobiles with American makes in 
Argentina is insignificant, the re- 
port shows. During the second 
quarter of 1935, total receipts 
from Europe numbered only 163 
units, compared with 174 units in 
the first quarter. As far as can 
be ascertained, no local dealer has 
undertaken the distribution of the 
Japanese Datsun car, and there 
has been no recent publicity re- 
garding this make. 


C. C. Dividend 


Baltimore, Md., Sept. 6—The board 
of directors of Commercial Credit 
Co. has declared a regular quarterly 
dividend of $1.37% per share de- 
clared on the 5% per cent convertible 
preferred stock. A quarterly divi- 
dend of 62% cents a share was also 
declared on the common stock of the 
company. Both dividends are pay- 
able Sept. 30, 1935, to stockholders of 
record at the close of business Sept. 
10, 1935. 


Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 





NEW YORK, Sept. 6 (3:15 P.M.).—Motor shares developed 
strength today and forged ahead in some cases for new 
high levels for the year. Gainers of fractions to around 
three points included Chrysler and General Motors, Murray 

Corp., Bethlehem and U. S. 

tional bright spots on the bullish picture. 









Steel. There were many addi- 









Automotive Financing 


Increases in Canada 


Montreal, Sept. 6—The Domin- 
ion Bureau of Statistics reports 
financing of new and used auto- 
mobiles, trucks and buses in July 
showed an increase over July, 
1934, of 42.8 per cent in number of 
vehicles and 28.0 per cent in dollar 
volume. There were 3,541 new 
vehicles and 8,424 used vehicles 
financed, a total of 11,965. The 
amount of financing was $2,531,943 
for new vehicles and $2,109,499 for 
used vehicles, totaling $4,641,442. 


The number of new vehicles 
financed showed the usual season- 
al decline from the month of June, 
but there was a gain of 27.5 per 
cent in number and 32.5 per cent 
in dollar volume over July, 1934. 
Used vehicles showed a 50.4 per 
cent increase in number and 23.0 
per cent increase in dollar volume 
over July, 1934. 


White Reports 

Cleveland, Sept. 6.— Report of 
White Motor Co. and subsidiaries, 
for six months ended June 30, 1935, 
subject to audit and year-end ad- 
justments, shows a net loss of $851,- 
573 after taxes, interest, deprecia- 
tion, development expense, etc., com- 
paring with net loss of $640,520 in 
first half of 1934. 


Tax Collections 


Tallahassee, Fla., Sept. 6—Gaso- 
line tax collections for July amounted 
to $1,321,199, as compared with $1,- 
163,131 for July, 1934, according to 
announcement by J. M. Lee, state 
comptroller. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, SEPTEMBER 6, 1935 
(Furnished by Wm. C. Roney Company, Union Guardian Building, Detroit) 





NEW YORK 


Allis Chalmers Mfg. 
American C, & F 
American Chain 
American Woolen 
Auburn Auto (2) 
Bendix Aviation 
Bohn A. & B. 
Borg-Warner 

Briggs Mfg. 

Budd Mfg. Co., E. 
Budd Wheel Co. 
Chrysler 

Cleveland Gr. Br 
Collins & Aikman 
Commercial Credit 
Commercial Inv. T. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 
du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Electric Storage Battery 
Evans Products 
Federal Motor 
Firestone T. & R. 
Gabriel Co. A 
General Elec. (60c) 
General Motors 
Glidden 

Goodrich, B. F. 
Goodyear T. & R 
Graham-Paige 

Hayes Body Corp. 
Houdaille-Hershey B 
Houdaille-Hershey A 
Hudson Motor 
Hupp Motor 

Inter. Harvester 
Johns-Manville 

Lee Rubber & Tire 
Libbey-Owens-Ford Glass 


Last Sale 
Sept. 6 Aug. 30 
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Thompson Products 
Timken Roller Bear. 
Union Car. & Carb. 
U. S. 
U. §. 
Westinghouse E. & M. 








Ludlum Steel 

Mack Trucks (1) 
Marlin Rockwell 
Midland Steel 

Motor Products , 
Motor Wheel 9 
Murray Corp. 


Pacific Mills 
Packard 

Raybestos Manhattan 
Reo Motor 

Republic Steel Corp. 
Sparks- Withington 
Spicer Mfg. 
Stewart-Warner 
Studebaker 


Last Sale 
Sept. 6 Aug. 30 
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4, 
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3% 
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Ind. Alcohol 42, 
Rubber ag 
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Yellow Truck a 


Young Spring & Wire 


33Y, 


CHICAGO 


Asbestos Mfg. 
Bastian Blessing 
Bendix Aviation 
Borg-Warner 
Houdaille-Hershey B 
Modine Mfg. 
Perfect Circle 


DETROIT 


Hall Lamp Co. 
Hoover Steel Ball 
Parker Rust Proof 
Timken-Detroit 








50-Cent Common 
Is Declared by 
Borg-Warner 





Chicago, Sept. 6.—Directors of 
Borg-Warner Corp. have declared 
the regular quarterly dividend of 
$1.75 per share on the preferred 
stock and a dividend of 50 cents 
per share on the common stock 
both payable Oct. 1, 1935, to stock- 
holders of record at the close of 
business Sept. 13, 1935. 

Directors also authorized the 
redemption of 5,000 shares of the 
preferred stock of the company, 
having a total par value of 
$500,000, which, when accomplish- 
ed, will reduce the outstanding 
shares of preferred stock to 20,000 
shares having a total par value 
of $2,000,000. The 5,000 shares will 
be redeemed Nov. 30, 1935, by 
payment of $107.50 per share plus 
any accrued dividends. The se- 
lection of shares to be redeemed 
will be by lot drawing of certi- 
ficate numbers under direction of 
the transfer agent of the company 
at Chicago, the drawing to be 
made from all certificates out- 
standing at the close of business 
on Sept. 13, 1935. 


Tire Output Holds Up 


During Normal Slack 
Akron, O., Sept. 6—As result 
of the automobile industry’s plan 
to advance the introduction of 
new 1936 models, major tire manu- 
facturers who supply the bulk 
of the original equipment market 
are making plans for sustained 
production and employment dur- 
ing the Fall months, instead of 
slackening output as in previous 
years under the pressure of sea- 
sonal market trends. 

The original equipment sector 
of the tire industry already is 
feeling the effects of the new 
policy and factories which had 
planned to relax production dur- 
ing August and September are 
continuing aggressive production 
schedules and are planning de- 
finite increases in operations as 
soon as they receive tire specifica- 
tions for the new cars from auto- 
mobile makers. 

The Akron plants to be princi- 
pally aided this year are Good- 
year, Goodrich and _ Firestone. 


Muskegon Piston Ring 
Reports $2.14 Profit 


Muskegon, Mich., Sept. 6.—G. 
W. Olson, president of the Mus- 
kegon Piston Ring Co., reported 
Aug. 30 that net profits of the 
company for the first six months 
of 1935 amounted to $2.14 per 
share, as compared with $1.88 per 
share for the corresponding period 
in 1934. 

Business in the first half of this 
year exceeded that for any similar 
period in the last four years, 
Olson said, adding that indica- 
tions were for continued improve- 
ment in business during the re- 
mainder of 1935. 

Total current assets as of June 
30, 1935, for the company were 
$294,172.59, against current liabili- 
ties of $86,900. The company at 
present is filling two large orders 
from large automobile manufac- 
turers. 


Perfect Circle Declares 

Hagerstown, Ind., Sept. 6—The 
regular quarterly cash dividend on 
162,500 shares of stock outstanding 
was recently declared by directors 
of the Perfect Circle Co. of this 
city. The dividend, amounting to 
50 cents a share is payable Oct. 
1, 1935, to stockholders of record 
Sept. 16, 1935. 


Yellow Truck Pro fit 


Pontiac, Mich., Sept. 6—Net 
profit of the Yellow Truck & Coach 
Mfg. Co. for the first half of 1935 
was $192,343, equal to $1.28 a share 
on 150,000 shares of 7 per cent cum- 
ulative preferred stock, on which 
there is an accumulation of unpaid 
dividends. This compares with $272,- 
394 or $1.71 a share on the preferred 
stock for first half of 1934. 
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Designs Safety Ad 


th Dimension 


The News of Automotive Advertising 
By GERRY SCHURMAN 


Children 


Simultaneously with the opening of school, Chevrolet 
will utilize space in prominent publications to issue a 
timely safety warning to motorists and children alike. 

Captioned “A Little Child Means So Much More Than a 
Little Time,” the advertisements will picture a happy 
schoolboy on his way home. ®&——— mere — 


William E. Allured, ex-Montana 
cowhand and now prominent illu- 
strator, did the painting and used 
as models his two sons, Ralph 4, 
and Billy 8. His own anxiety for 
his sons, he said, gave him added 
inspiration in doing the work. 

Fourth Dimension is always 
ready to acknowledge safety pro- 
motion on the part of large ad- 
vertisers, and we feel that things 
are headed the right way when 
advertising space will be used to 
aid in saving lives caused by 
traffic accidents. 

The advertisements will be run 
in color, rotogravure and black 
and white in such magazines as 
Saturday Evening Post, McCall’s, 
Liberty, Good Housekeeping, True 
Story, Time and others, 

Campbell-Ewald is the agency 
handling the Chevrolet account. 


Send-Off 


More than 60 advertising man- 
agers, agency men and publishers’ 
representatives attended a testi- 
monial and send-off dinner at the 
Recess Club in the Fisher Bldg., 
Detroit, Wednesday night, to hon- 
or Earl Hyde, Detroit manager of 
General Outdoor Advertising Co., 
who is being sent to New York 
as sales manager of the office 
there. 

Hyde is well-known in Detroit 
advertising circles and was for- 
merly with McManus, Inc., in 
charge of outdoor advertising. 

He will be succeeded by Larry 
Myers, of the Detroit branch of 
GOAC. Myers was formerly with 
Advertisers, Inc., now Lee Ander- 








son, Inc., in charge of outdoor 


activities. 


Persian Rug 

Maybe National Motor Bearings 
got stumped on one of their own 
puzzles. Just when we _ were 
getting good at solving brain- 
teasers, they turn to another form 
of promotion. This time it’s an 
elaborately colored booklet with 
suede-paper covering asking if 
you have a Persian rug in your 
garage. You say the idea is silly 
and then NMB says it isn’t so silly 
after all, because their oil seals 
can stop just about all oil leakage 
and they’ll prove it for you if 
you don’t believe it. 

Puzzle or no puzzle, we sort of 
wait to see what’s coming next 
in their direct mail campaign. So 
far we’ve never been disappointed. 


Importation 


Standard Oil Co., Indiana, has 
engaged Jack Hylton’s orchestra 
of England for a series of 26 
weekly broadcasts over 22 sta- 
tions of the Columbia Network 
beginning Oct. 27. Hylton has 
often been called the Prince of 
Wales’ favorite. 

The program will be heard from 
9:30 to 10:30 p.m. CST every Sun- 
day night. McCann-Erickson, Inc., 
Chicago, is the agency. 


Safety 

Advertising Age, in an editorial 
last week, comments on the auto- 
motive companies stressing safety 
in their advertising campaigns, 





Not Chop Suey 


No, this isn’t a chop suey restaurant. The lamps of China are spelling 
out Plymouth in this electric neon spectacular on Bubbling Well Road 
in Shanghai. The sign is said to be one of the largest in China. 


and asks that it be continued 
permanently. 

“The interests of the automotive 
industry and those of the general 
public completely coincide with 
reference to this safety cam- 
paign,” Advertising Age con- 
cludes, “and since this is true, it 
is hoped that the industry will 
maintain and increase its present 
aggressive policy in this direc- 
tion.” 


Fight 

Buick Motor Co. announced 
late Friday that it will broadcast 
the ringside, blow-by-blow de- 
scription of the Baer-Louis fight 
in New York, Sept. 24. 


Stooges 


Gulf Refining Co. has signed 
Phil Baker, radio, screen and 
stage comedian, to fill the spot 
left by the late Will Rogers. The 
program will go out over the CBS 
every Sunday from 7:30 to 8 p.m., 
EST beginning Sept. 29. 

Baker’s old stooges and addi- 
tional new ones will become a 
regular part of his show. 

Cecil, Warwick & Cecil, Inc., is 
in charge of the Gulf account. 


Have Joined 

William E, McKeachie, until re- 
cently with J. Stirling Getchel, 
Inc., has returned to the New 
York staff of McCann-Erickson, 
Inc, ...C. T, Hutchins, formerly 
advertising manager of Goodyear 
has joined the New York office of 
J. Walter Thompson Co., Inc. ... 
A. V. Anderson has joined the ad- 
vertising staff of News-Week. He 
has been with the American 
Druggist and the New York office 
of Curtis Publishing. 


(Continued from Page 6) 


and the Edison Museum there will 
already have been more money 
expended on a purely educational 
exhibition than was ever spent 
on a single World’s Fair any- 
where. Half of the show is al- 
ready completed or under con- 
struction. The complete Ford 
plant and steel foundries is al- 
ready one of the modern wonders 
of the world—that no one will 
deny. The rolling acres of land 
adjacent could be parked and 
ample water provided for canals, 
fountains, etc. from the River 
Rouge. All the main arterial 
highways run directly to this 
property without the necessity of 
traversing the metropolitan area 
of Detroit. There is the Ford 
airport with one of the few Zep- 
pelin masts in America. The 
Michigan Central mainline cuts 
through the land and the Pennsyl- 
vania, Wabash and B&O are a 
stone’s throw from it. Even the 
largest lake boats could tie up 
at wharves inside the fair 
grounds. With all of these ad- 
vantages it is, in our humble 
opinion, the only suitable location. 
* * * 


FROM OUR experience with 
the other manufacturers of motor 
vehicles I believe the obvious ad- 
vantages to Ford from a publicity 
standpoint would be more than 
outweighed by the tremendous 
attendance which this location for 
a World’s Fair would bring. 

I predict that this exhibition 
properly promoted and managed 
by leading citizens of Detroit 
would have the broad-minded sup- 
port of General Motors, Chrysler 
and every other manufacturer of 
motor vehicles. As was proven 
at the Chicago fair, each had 
something to show which was in- 
dividual and the rival showman- 
ship really increased the atten- 
dance at each exhibit. After all, 
the success of an exhibit is mea- 
sured by the number of persons 
who view and are impressed by 
it. The success of the proposed 
World’s Fair at Detroit, if the 
Fords would lend it the location 
suggested, would, in the writer’s 
humble opinion, be assured from 
the start.—G. M. S. 





This photo was taken while William E. Allured was designing the new 
Chevrolet safety advertisement to save children from traffic accidents, 
Shown are Allured and his two sons, Ralph and Billy, who were 


In This 


models for the painting. 


Corner 
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Silent Movie 

Reading your anniversary number 
retrospective articles seemed as if 
I were watching a slow, silent movie. 
Very interesting. It is going in my 
files—Jim Sullivan, automobile ed- 
itor Boston Globe, Boston, Mass. 


Lot of Dope 


I just received the 10th Birthday 
issue. This has a lot of dope in it 
and I hope that I will find time to 
study all of it. 
thing to do is take it home for, 
necessarily, anything that is read 
around the office is done very hur- 
riedly.—L. M. Klinedinst, vice-presi- 
dent in charge of sales 
Roller Bearing Co., Canton, O. 


Credit 

You deserve a lot of credit for 
your 10th Anniversary issue, and I 
can tell you this because I read it 


from cover to cover.—J. L. Wierengo, | 


John L. Wierengo and Staff, Inc., 
advertising, Grand Rapids, Mich. 


More Power 


You are to be congratulated upon 
the interest that the automotive 


In CLEVELAND dis 


I think the best | 


Timken 








trade in general has in your pub- 
lication. I am sure that all of those 
who were fortunate to receive a 
copy of your Anniversary issue 
agree with me that it was most un- 
usual and gave every indication of 
the complete knowledge of automo- 
tive activities on the part of your- 
self and your associates. 


More power to you—F. W. Jud- 
son, vice-president Pittsburgh Plate 
Glass Co., Pittsburgh, Pa. 


AS OTHERS 
SEE IT 


(Continued from Page 6) 


ufacturers seems to be that if the 
country goes to smash they will 
perforce go with it; but meanwhile 
there is a chance that money will be 
made, and therefore they will try 
to make it. 


It seems to us that those who are 
doing the work of the Nation are a 
lot happier than those who write the 
despairing pieces for the magazines. 
—The Detroit News. 
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BENDIX PRODUCTS 
CORPORATION 


(Subsidiary of Bendix Aviation Corporation) 





401 Bendix Drive + South Bend, Indiana 









EE 


Manufacturer 


Dealer 


HE presence of any Bendix unit on any 

motor car is thoroughly justified by the 
simple excellence of the product itself. Repeated 
demonstration and acknowledged world leader- 
ship have proved this conclusively. 


But a very important extra value accrues to 
builder and seller and buyer from the inclusion 
of any Bendix product in any motor car. 


Bendix World-Wide Service assures perma- 
nence of the superiorities which put the product 
on the car in the first place. 


In practically every American city of 25,000 
population or more, there is a licensed Bendix 
distributor with factory-trained technicians, 
proper tools and equipment to repair, rebuild or 
replace any Bendix product, Genuine Bendix 





BENDIX 


WORLD-WIDE SERVICE 







Owner 


parts are virtually as close to any car dealer as 
his telephone. A factory rebuilding service and 
generous parts exchange policies support the 
world-wide organization maintained to render 
genuine Bendix service. 


Every make of car in America benefits by . 
Bendix service—because practically all cars to- 
day carry one or more Bendix products. The 
extent of this benefit is in direct proportion to 
the number of Bendix products employed on the 
car—and the use which manufacturer, car dealer 
and owner make of Bendix world-wide service. 


Of course it is profitable! But the profit ex- 
tends to all—including the car owner. That is 
why Bendix has become the trusted co-worker 
of the entire automotive industry. 


